: A FURTHER EXTENSION 
i of 


Z SEe VICE 


re 
ine 
re- 
. Equitable representatives recently 
received another valuable addition 
ss \\S to their policy portfolios. Appro- 
S | priately designated “Special In- 
2 come Policy,’ this new form has 
two outstanding features: 

1. A 20-year monthly income 
to the beneficiary begin- 
ning immediately upon the 
death of the insured ; and, 
in addition, 

Payment of the principal 
$ fs oe wes sum to the beneficiary at 


the end of the 20-year 
period. 


The policy is designed for that 
large portion of the insuring pub- 
lic—families with young children. 
7 b : thea ae It provides special protection in 
the event of the breadwinner’s 
death during that critical period 
before the children reach self-sup- 


‘< porting age. 
ne 
The policy may also be used to 


create a retirement income for the 
insured himself. 


In a day when Security for fam- 
ily and self is an acutely recog- 
nized need, this new Equitable 
policy will be welcomed by the 


insuring public. 
A descriptive booklet featuring The 


Equitable’s new Special Income Policy. 


OF THE UNITED STATES 


Tuomas I, Parkinson, President 
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i confident I shall make good because I 
have such a wide acquaintance,” say many 


salesmen who enroll in our training school. 

Friendships may help to keep a man in the 
business a few months; but when his list of 
friends is exhausted — what then? 

A successful life insurance career cannot be 
based upon friends and acquaintances alone. A 
salesman must have other means to widen his 
circle of activities. 

Realizing this, the Phoenix Mutual Lite 
Insurance Company has spent years in develop- 
ing various ways of helping its salesmen to 
broaden. their opportunities for business. One 
way is National Advertising which has been 
carried on successfully for more than a decade. 


PHOENIX MUTUAL LIFE 


of Hartford, Connecticut 


As a result, it is not unusual for Phoenix 
Mutual salesmen to write: ‘““This man has been 
reading our advertisements for months and I 
closed him for $10,000 on the first interview.” 
Another typical comment is: “I like National 
Advertising leads because the sales generally 
are made to persons whom I have never met 
and probably would not have approached. One 
sale leads to another and very soon I find myself 
with an entirely new list of prospects.” 

National Advertising, and other sales helps, 
combined with the Company’s reputation for 
employing only full-time men who have been 
carefully selected and thoroughly trained, are 
continually making it easier for Phoenix Mutual 
men to secure interviews and make sales. 


INSURANCE COMPANY 
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Presidents-Commissioners Hold Forth 


N. Y. Is Insurance 
Mecca This Week 


Life Presidents and State Com- 
missioners Hold Center of 
Stage 


MANY SIDE ATTRACTIONS 


Managers Association of New 
York and Life Counsel Hold 
Annual Meetings 


Life 


NEW YORK, Dec. 5.—With the In- 
surance Commissioners’ Convention 
back in town after forsaking this city 
for Florida last winter, New York this 
week again becomes the undisputed 
mecca of insurance executives from all 
over this country and Canada. 

The Life Presidents’ Association con- 
vention, main attraction for life men, is 
marked by its usual brilliant array of 
speakers from within the business and 
outside it. Early figures indicate that 
attendance at the Presidents’ meeting 
will run close to, and may even sur- 
pass, the all-time record set at the 1931 
meeting. More than a week ago, ad- 
vance reservations, not counting mem- 
bers of the commissioners convention, 
for the luncheon gatherings had ex- 
ceeded all the reservations made last 
up to the opening of the conven- 
ion. 

Life Counsel Meeting 


According to its custom, the Associ- 
ation of Life Insurance Counsel, held 
its annual meeting the two days pre- 
ceding the Presidents’ convention and 
many of those attending remained for 
the latter meeting. 

The Life Managers’ Association of 
Greater New York held its annual busi- 
ness conference and dinner at the Yale 
Club Wednesday. President M. A. Lin- 
ton of the Provident Mutual Life spoke 
on the social security act. F. L. Mor- 
ton, manager in New York City, New 
York Life, and former home office tax 
expert of that company; spoke on sell- 
ing life insurance through the tax ap- 
Proach. The guest speaker at the din- 
ner meeting was Vice-president S. T. 
Whatley, Aetna Life. Superintendent L. 
H. Pink of the New York department 
Was a guest of honor. Many company 
Presidents and other home office execu- 
tives who were in town were the guests 
of their managers or general agents at 
the dinner. E. W. Allen, general agent 


New England Mutual and president of 
the Managers’ association, was toast- 
Master, 

The Insurance Advertising Confer- 
ence held its mid-year meeting Wednes- 
day at the Waldorf-Astoria. 

(CONTINUED ON PAGE 18) 














Security Dominant Idea 


Today, Nollen Declares 





NEW YORK, Dec. 5.—Security, both 
in obtaining a livelihood and finding a 
refuge for savings, is the dominant note 
in current public mind, said Chairman 
Henry S. Nollen, president Equitable 
Life of Iowa, in opening the Life Presi- 
dents Association’s meeting here. This 
is a particularly appropriate time, he 
said, to discuss the convention’s theme, 
“Life Insurance—A Stewardship for 100 
Million Americans.” 

“The widespread longing for assurance 
of a livelihood gives occasion for the 
propounding of many theories in social 
economics, but in most of them the main 
emphasis is put on that lesser portion of 
our population which, by reason of per- 
sonal limitations, must be dependent 
upon some form of assistance for sup- 
port,” Mr. Nollen stated. “It is evident 
that the solution of this problem involves 
reliance upon the productive capacity of 
the large, able portion of our people. 
The welfare of any dependent class rests 
wholly upon the productive group who, 
in addition to caring for themselves, have 
a surplus out of which the needs of 
others are supplied. This principle has 
long been promulgated and is now firmly 
established through the medium of the 
institution of life insurance. 


What It Has Done 


“Stewardship implies confidence of in- 
dividuals who rely upon it, as well as 
the faithful care of their property. The 
practical meaning of this outstanding 
stewardship is best revealed through the 
statistics of accomplishment. 

“Each. year since 1929 life insurance 
has sent directly into the nation’s homes 
amounts ranging from two and a quarter 
billion to over three billion dollars. By 
the end of this month. United States 
legal reserve life insurance companies 
will have disbursed during 1935 to policy- 
holders and their beneficiaries approxi- 
mately $2,600,000,000. This huge sum 
represents death payments, matured en- 
dowments, annuities, dividends, surrender 
values, and disability benefits. Of this 
amount, $1,700,000,000 goes to living 
policyholders and the remaining $900,- 
000,000 to beneficiaries of deceased pol- 
icyholders. These figures for the cur- 
rent year are estimated from aggregate 
records for the first 10 months of the 
year of 49 companies which last year 
paid over 92 percent of the amount dis- 
bursed by all legal reserve companies in 
the United States. The aggregate of 
such disbursements for the 6 year period 
beginning with 1930 will considerably 
exceed $16,000,000,000. This vast amount 
served in large part to prevent want and 
relieve distress. 


Sole Means of Support 


“Many policyholders resorted to their 
life insurance savings as their sole means 
of support. No other assumption is pos- 
sible but that these widely distributed 
payments contributed materially to hu- 
man welfare and to the lessening of de- 
pendency throughout the nation at a 








time when this problem was uppermost. 
Without this aid our country would have 
faced a more serious crisis, the conse- 
quences of which no one can vision.” 

Mr. Nollen said that taking the policy- 
holders and beneficiaries into account, 
with allowance for duplication, the ag- 
gregate number of individuals protected 
by life insurance in the United States 
and Canada is 100,000,000, or three- 
fourths of the population. He said, 
“Thus the greater part of our American 
citizenry is giving practical effect to 
self-reliance and thrift, sound principles 
in human conduct, and thereby forming 
self-respecting groups or units to con- 
tribute to the maintenance of the most 
forceful social order.” 

(CONTINUED ON PAGE 18) 





Examination Resolution 


Adopted by Convention 


NEW YORK, Dec. 5— At Wediues- 
day morning’s session of the National 
Convention of Insurance Commission- 
ers, the resolutions relating to company 
examinations were adopted, as follows: 

“Whereas, the National Convention of 
Insurance Commissioners had adopted 
the plan of convention examination for 
all companies: 

“Whereas, since the adoption of the 
aforementioned plan a large number of 
the states have adhered to the conven- 
tion formula: 

“Whereas, the convention plan has 
stopped indiscriminate and independent 
examinations: 


Favor Convention Plan 


“Resolved, that this convention go on 
record as favoring the convention plan 
of examination for all companies li- 
censed in more than three states; and 
that said convention examination be 
made to include examination of pay- 
ment of taxes to the respective states 
in which the company is licensed as 
well as solvency and other matters; and 
resolved, that all companies be examined 
as above through the National Conven- 
tion of Insurance Commissioners com- 
mittee on examinations, giving fair rep- 
resentation to the states, with due re- 
gard to geographical location and vol- 
ume of business in force. It is recom- 
mended by the examinations commit- 
tee that all examination of conditions of 
insurance companies hereafter made, 
either convention or by home states, 
shall include a verification of tax returns 
as made to the various states.” 

The committee on examinations au- 
thorized the appointment of a sub-com- 
mittee of five, with due regard to geo- 
graphical location, for the purpose of 
making a study of the examination sit- 
uation in conformity with the previous 
resolutions passed, and will report back 
to the committee on examinations at its 
June, 1936, meeting. 




















Next Meeting Will 
Be at St. Paul 


Insurance Commissioners Conven- 
tion Adopts Revised Consti- 
tution and By-Laws 


RULES ARE MODERNIZED 


Much Interest Is Taken in Subject 
of Examinations at New 
York Meeting 


By C. M. CARTWRIGHT 


NEW YORK, Dec. 5.—The Insur- 
ance Commissioners Convention will hold 
its annual meeting in St. Paul the first 
week in June. The executive committee 
decided this issue at its session Monday 
afternoon. Commissioner Yetka of 
Minnesota came out victorious with his 
invitation. There were four other bids 
made. Commissioner Hunt of Pennsyl- 
vania, who started the movement for 
Philadelphia at the annual meeting in 
Seattle, made a strong appeal for the 
business sessions to be held at Philadel- 
phia and the entertainment features at 
Atlantic City. Commissioner Gentry of 
Arkansas extolled the virtues of Hot 
Springs in his state. Commissioner Mc- 
Clain of Indiana in a truly poetical style 
revealed the beauties of French Lick 
Springs. Deputy Commissioner Harlan 
Justice of West Virginia waxed eloquent 
for White Sulphur Springs. -Commis- 
sioner Ketcham of Michigan made a 
plea for Grand Rapids. ‘ 

At the Seattle meeting Insurance Di- 
rector Palmer of Illinois espoused a 
resolution instructing the executive com- 
mittee to draft a new constitution and 
by-laws, calling attention to the fact 
that the present rules were obsolete and 
needed bringing up to date. A proposed 
draft was submittd and discussed at 
the executive committee meeting and 
was then recommended to the conven- 
tion. 


Examination Issue Watched 


There was much speculation as to 
just what turn the wheel would take in 
view of the different reports that were 
abroad as to what the committee on ex- 
aminations would recommend. Further- 
more, it was feared that the commis- 
sioners were being formed into regional 
bodies. Many believed that states with 
few companies and with meager exam- 
ining staffs desired to participate in 
many more examinations. Further- 
more, in view of the work of tax ferrets 
representing some of the southern 
states, there was a rumor that many 
commissioners would sponsor an annual 
tax audit examination conducted under 

(CONTINUED ON PAGE 18) 
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Debt Voiding and Interest Problems Are 
Stressed by Arthur M. Collens 


Life company officials owe an obliga- 
tion to the 63,000,000 policyholders and 


- Pers : : i 
their beneficiaries to direct considera- 


tion to two problems, the solution of 
which lies entirely outside their man- 
agement control and are of immediate 
consequence to the owners of life in- 
surance, Arthur M. Collens, president 
Phoenix Mutual Life, declared in his 
fine survey of “The Investment Side of 
Life Insurance Stewardship,” delivered 
at the New York City meeting of the 
Association of Life Insurance Presi- 
dents. : 

These questions are: “The mainten- 
ance of the full protection which the law 
gave to the interests of the creditor and 
therefore to the interests of these mil- 
lions of policyholders since the life in- 
surance companies, nominally the cred- 
itors’ in any bond or mortgage invest- 
ment, are simply the trustees for the 
policyholders,” and “the avoidance of 
restrictions upon a free investment mar- 
ket which may interfere with the main- 
tenance of a reasonably remunerative 
rate of interest.” The alleviation of 
these problems rests solely with legis- 
lative bodies, Mr. Collens said. 


Hostile Attitude Toward 
Investor Is Destructive 


The type of philosophy recently in 
evidence which regards the creditor in 
a hostile light must be discouraged, if 
one accepts the principle of the greatest 
good to the greatest number as the pur- 
pose of government, Mr. Collens said. 
Persons who from their savings supply 
capital necessary for pursuit of business 
and creation of employment perform a 
necessary function in the economic or- 
ganization and are entitled to the pro- 
tection of law demanded by considera- 
tions of equity and morals. ; 

The prospective debtor at the time 
of desiring and obtaining his loan 
usually regards the prospective cred- 
itor as a friend, is anxious to get the 
money because from it he expects to 
gain advantage for himself, and is un- 
likely to agree to terms which he does 
not expect will produce that result. He 
promises to return the money and pay 
interest, and under no other conditions 
would the money be loaned. 


Trust in Good Faith 
of Debtor Fundamental 


“The debtor cannot afford to decry 
his creditor at the first signs of eco- 
nomic bad weather or even in the midst 
of a gale, for he may need money 
again,” Mr. Collens said. “The main- 
tenance of a sound basis of trust in the 
good faith of the obligor is fundamental 
to our credit system.” 

He pointed out that the assets of a 
life company are not an impersonal ag- 
gregation of wealth of a “greedy cor- 
poration, seeking speculative profit.” 
They represent, he said, the extremely 
conservative investment of the provi- 
dent, non-speculative savings of mil- 
lions of small policyholders, to many of 
whom their life insurance is their only 
provision against a rainy day, and these 
small investors far outnumber the 
debtors. 


Constitutes an Attack 
Upon People’s Savings 


“Any attack, therefore, upon the legal 
rights of creditors,” Mr. Collens argued: 
“any effort by law to make substantial 
changes in the legal relationship which 
existed when the investment was made, 
cannot be looked upon as an attack 
upon a large corporation or group of 
corporations. It is really an attack upon 
the savings of 63,000,000 policyholders 
and their beneficiaries, a total perhaps 
of 100,000,000 people who expect and 
have a right to expect the full perform- 
ance of the guarantee of their particular 


‘life insurance company. ‘These policy- 
holders will not knowingly countenance 
any legislative action which without 
warrant adversely affects their insur- 
ance. 

“There can be no doubt that the 
greatest good to the greatest number 
will be attained by fostering the old 
fashioned, solemn regard for a man’s 
obligation and by maintaining those 
principles of law which require perform- 
ance of that obligation on the part of 
those who seek to circumvent it. 


Makes Point No 
Real Economy Results 


“Reduction of the interest rate by 
artificial measures merely means trans- 
fer of cost to the policyholders them- 
selves, from those debtors who make 
use of the accumulations held for the 
benefit of policyholders; or in other 
words lower interest rates at the ex- 
pense of higher life insurance costs. 
There is no real saving by the opera- 
tion, but on the contrary, an increased 
burden upon those who aid the state by 
making their own provisions for their 


dependents. Such a result is not in the 
interest of the state.” 

He said in a free investment market 
the delicate relationships between 
debtor and creditor are adjusted through 
bargaining, and any attempts to control 
the interplay of these forces by artificial 
means are fraught with danger. 

“The law should not permit uneco- 
nomic interference with the operation 
of the natural forces,” Mr. Collens de- 
clared. ‘Neither should governments 








undertake to change their course.” 


Presents Picture of 
Vast Financial Setup 


He gave a picture of the financial 
structure of the life insurance institu- 
tion today, drawn from the 49 companies 
which are members of the Life Presi- 
dents Association. These hold $21,350,- 
000,000 assets of the $23,200,000,000 as- 
sets of all legal reserve companies in 
this country, or a net increase this year 
of $1,250,000,0U0, the largest since 1929 
and a six year net increase of $5,300,- 
000.000. 

of bonds 


Company holdings and 








Injurious U. S. Taxation 


| Is Attacked by Smith 





Double, and even triple taxation, all 
paid eventually by policyholders and 
averaging in the last five years nearly 
one-third of the net income of all Amer- 
ican legal reserve companies, was the 
theme developed in an unusual way by 
means of dialogue between policyholder 
and company official in a paper on “Tax 
Problems of Life Insurance Steward- 
ship,” read by George Willard Smith, 
president New England Mutual, before 
the Life Presidents meeting at New York. 

Mr. Smith, speaking through “Mr. 
Stewardship,” said: “The 63,000,000 
policyholders as a group do not realize 
that the taxes which are yearly imposed 
on their premium deposits by the vari- 
ous states naturally fall on them. In 
effect these taxes decrease policy divi- 
dends or increase the cost of the in- 
surance, because the tax has to be in- 
cluded somewhere. In the scientific 
structure of life insurance, a tax on a 
company is as direct an imposition on 
each policyholder as if he himself were 
required to pay a fee or buy a stamp 
each time he makes a premium deposit. 


Notes Automatic Increase 


“Unlike most levies, the amounts in- 
crease quite automatically over a period 
of years, even without any change in the 
rate of tax. This is the natural result 
of the growth of the business, for nor- 
mally the annual new insurance is greater 
than the insurance terminated. This is 
not affected in any way by the relation- 
ship between gross income and disburse- 
ments of the company. As a matter of 
fact, if the company were to suffer ex- 
traordinary death losses in a particular 
year because of some epidemic, the pay- 
ments to beneficiaries, together with 
other disbursements, might be more 
than the total income for that year. In 
such a case one might expect a reduc- 
tion in the tax burden. On the con- 
trary, the tax would continue unabated, 
and in fact would be even greater un- 
less the premium income happened to 
be less than the preceding year.” 

He quoted 1934 figures to show the 
amount of tax, excluding real estate tax, 
imposed on life companies. Their total 
income was $4,786,000,000 and total dis- 





bursements $3,662,000,000. They set 





aside reserve funds of $953,000,000, leav- 
ing net income $171,000,000. Premium 
and other taxes, excluding property 
taxes, approximated $64,000,000 for pay- 
ment in 1935. 

“Based on a typical state income tax 
law as applied to corporations generally, 
life insurance companies were subjected 
to the equivalent of a 37 percent net in- 
come tax,” it was stated. “The 37 per- 
cent net income tax is unquestionably 
large, but it is not the result of an un- 
usual year. During the past five years 
these taxes have averaged 30 percent of 
net income.” 


Notes Triple Taxation 


He made the point that the first “tax” 
on the policyholder, the premium itself, 
is self-imposed and voluntarily assumed 
to safeguard security in old age and 
protect dependents. The second tax is 
premium tax and other taxes paid by 
companies but borne by policyholders. 
Triple taxation can occur when the policy 
proceeds are subjected to estate, inher- 
itance or other taxes. 

There is apparently no_ theoretical 
principle which justifies these large 
levies, it was stated, unless it be expedi- 
ency based on ease of collection. Fun- 
damental tax principles do not seem to 
be applicable. One cardinal principle 
in taxation is ability to pay. While 
there are only about 5,000,000 persons 
in the country with income sufficiently 
large to make federal income tax returns, 
63,000,000 policyholders are paying the 
life insurance premium tax. It was 
stated there is large question whether 
such a tax ever would be imposed di- 
rectly upon savings of the millions, for 
most of them have incomes within the 
usual exemptions under federal and state 
net income tax laws. Such a tax prob- 
ably would not be imposed except under 
the fallacious assumption it falls on the 
company rather than policyholder. 


Discusses Tax Theory 


Another taxation principle is to levy in 
proportion to benefits received by the tax 
payer from government. The original theory 
of the premium tax that it was to defray 
state supervision expense was proper, 
but insurance taxation has increased to 





stocks, chiefly of bonds, are the largest 
on record, aggregating $10,096,000,000, 
or 47.3 percent of the total assets. Mar. 
ket holdings total $4,841,000,000 or 
about $2,000,000,000 less than the maxi- 
mum amount so held at the end of 1931, 
and 22.7 percent of assets. Never since 
1906, Mr. Collens said, has the percent. 
age of assets held in bonds been so high 
nor the percentage in mortgages so low, 

Foreclosures were an important fac- 
tor in reduction of mortgages held in 
the last four years, but the shift from 
this class also may be explained by lack 
of new construction, keen competition 
in the mortgage market and downward 
trend of interest rates. 


Railroads Ratio Lower, 
Utilities Greatly Increased 


Railroad securities held have tripled 
to nearly $3,000,000,000 since 1906, but 
have declined in percentage of assets 
from 34.8 to 13.7. Public utility hold- 
ings are $2,212,000,000, or 10.4 percent 
of assets, nearly ten times the $223,605,- 
000 in 1921, representing 3 percent of 
assets. 

During 1933 and 1934 the amount of 
federal government securities held dou- 
bled and redoubled to $1,737,222,000, and 
increased nearly $800,000,000 this year to 
$2,502,000,000, or 11.7 percent of assets, 
the highest ever held. In 1921 the 49 
companies held $801,268,000 of these se- 
curities, representing 10.7 percent of as- 
sets, dropping to the low point of $300, 
000.000 by 1930, or 1.8 percent. 

‘The companies have been investing 
increasingly in state, county and munici- 
pal bonds, the total now being $1,179, 
000,000, or 5.5 percent. Policy loans 
total $3,221,000,000, a decrease of nearly 
$200,000,000 from the loans at the end 
of 1933 and representing 15.1 percent, 
whereas at the end of 1929 the ratio 
was 13.3 percent and in 1932 was 17.9 
percent. 


Real Estate Holdings 
Are Now Much Greater 


Real estate holdings aggregate $1, 
905,000,000, or 8.9 percent. For 15 years 
prior to the depression the ratio aver- 
aged well under 3 percent, but since 
1931 when the 49 companies held over 
$7,000,000,000 mortgages, real estate 
holdings have tripled both in amount 
and percentage of assets. 

he cash item also is greatly in- 
creased, being $750,000,000 or 3.5 per- 
cent, compared to $150,000,000, or 
8/10ths of 1 percent in 1931. The growth 
in cash item and holdings of short term 
U. S. government securities is indicative 
of a limited amount of suitable invest- 
ments securable from corporate sources 
and ordinarily available when the dur- 
able goods industries are active, Mr. 
Collens said. 








such an extent that over nine-tenths of 
this now goes for general state expendi- 
tures having nothing to do with insur- 
ance, and cost of insurance department 
supervision consumes only 5 percent of 
the tax collected. Therefore, the bene- 
fit theory applies only in small degree. 
The theory probably employed by tax 
authorities and legislators is that life 
companies have vast amounts of free 
assets, which is incorrect. These assets 
are created from premiums paid by pol- 
icyholders that must be conserved to 
liquidate obligations certain to come. 


Terms Impost Injurious 


“Tf the real nature of life insurance 
were more widely understood,” Mr. 
Smith stated, “this popular miscon- 
ception would disappear with the result 
that injurious taxation would lessen. 
States recognize these assets are sacred 

(CONTINUED ON PAGE 24) 
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Bloc System Is 


Causing Alarm 


Fear That Commissioners May 
Organize Separate Regional 
Conferences 


SULLIVAN SPONSORS PLAN 


Many See in the Movement a Dan- 
gerous Factor in the Parent 
Body 


NEW YORK, Dec. 5.—Some insur- 
ance commissioners and insurance men 
are solicitous over the movement among 
some of the state officials to establish 
separate regional organizations and thus 
bring in the Insurance Commissioners 
Convention the bloc system. The West- 
ern Conference of Insurance Commis- 
sioners is composed of officials of Pa- 
cific coast and Rocky Mountain states. 
It has just had its meeting at Phoenix, 
Ariz. One of the suggestions coming 
out of that meeting is that the commis- 
sioners of various sections formulate 
similar organizations, thus having in 
addition, central western, southern, 
eastern and New England conferences. 
Furthermore, at Phoenix the recom- 
mendation was made that the heads of 
these conferences constitute the execu- 
tive committee of the Insurance Com- 
missioners Convention. 


See Dangerous Procedure 


Many see in this movement a dan- 
gerous procedure that, if carried to the 
ultimate, might endanger the parent or- 
ganization itself. A constitution and 
by-laws had been prepared for the 
Phoenix meeting, but no action was 
taken, some of the members contending 
that to bring about a formal association 
with a regular set of rules would solidify 
the commissioners of a region and in a 
way disturb their relationship with the 
parent organization. There are a num- 
ber of new commissioners out in the far 
west who probably have not gotten 
their bearings and have been influenced 
by those who have some ulterior mo- 
ive, 


Smith Opposes the Plan 


Commissioner Smith of Utah has all 
along opposed the western conference 
movement and has endeavored to stop 
it. He refuses to attend meetings and 
have any part in it. It is understood 
here at the commissioners’ meeting that 
Commissioner Carpenter of California, 
who has been identified with the west- 
ern conference and at the Seattle meet- 
ing played with the Pacific leaders, is 
not so favorable to what is being done 
and sees danger in it. It is also stated 
that Commissioner Bakes of Idaho is 
growing lukewarm on the subject. 


Sullivan Back of Movement 


The fact that Commissioner Sullivan 
of Washington, president of the Insur- 
ance Commissioners Convention, is fav- 
orable to this regional conference move- 
ment gives it considerable momentum. 
He developed at the Seattle meeting a 
Considerable following of commissioners 
that resulted in his election. He called 
the southern commissioners into a meet- 
Ing at Memphis a few weeks ago which 
would indicate that he would be pleased 
to have these southern officials form an 
organization similar to the western con- 
erence, 

Many of the more conservative com- 
missioners are alarmed over this reg- 
ional Procedure, fearing that there may 
. a break in the parent body and thus 

ere be a reversion to the time some 
years ago when there was no control 
Over the action of the states. 


Valuation Report of the 
State Commissioners 





NEW YORK, Dec. 5.—At the mid- 
year meeting of the Insurance Commis- 
sioners Convention the committee on 
valuation of securities headed by Super- 
intendent Pink of New York adopted 
additional resolutions to the one adopted 
at the annual convention in Seattle in 
July. The following are the new reso- 
lutions: 

“RESOLVED, that for the inventory 

of stocks and bonds in the annual state- 
ments of insurance companies as of Dec. 
31, 1935, the following basis is recom- 
mended as fair market value: 
_ 1. All bonds amply secured and not 
in default should be valued on an amor- 
tized basis wherever permitted by law. 
_2. All other bonds,—and where amor- 
tization is not permitted by law all 
bonds—should be valued as shown in 
“Valuations of Securities’ book pub- 
lished under the auspices of the Na- 
tional Convention of Insurance Com- 
missioners. 


Valuation of Stocks 


_ 3. Stocks should be valued as shown 
in “Valuations of Securities” book, ex- 
cept as hereinafter provided. 

4. Stocks held by life companies may 
be valued where the aggregate at the 
cost or book value, whichever is lower, 
provided the income received by such 
companies on such stocks in the aggre- 
gate, during each of the five years pre- 
ceding the date of valuation, shall have 
been at a rate sufficient to meet the in- 
terest required to maintain policy re- 
serves and other policy obligations, and 
provided further that the net invest- 
ment income received by such compa- 
nies on their ledger assets shall not 
have been less than required to main- 
tain the reserve. This shall not apply 





to stocks of corporations in receiver- 
ship or similar status. Cost as used shall 
be held to include stocks received as 
exchanges or rights received as divi- 
dends or otherwise at not to exceed the 
market value quoted on the date ac- 
quired. 


Immediate Disposition of Securities 


Further Resolved, That in cases 
where the condition of insurance com- 
panies may require the immediate dis- 
position of securities, it is recommended 
that the discretion of the state super- 
visory officials of insurance should be 
exercised to vary the general formula 
herein set forth, so as to adopt prices 
reflected by the exchanges. 

Resolved, that the book containing 
the valuations of securities as of Dec. 
31, 1935 published under the auspices of 
the National Convention of Insurance 
Commissioners shall be upon the fol- 
lowing basis: 

1. Stocks and bonds (other than those 
described in 2 below) shall be valued 
at market quotations of Dec. 31, 1935. 

2. (a) Bonds of states of the United 
States and of provinces of the Dominion 
of Canada and political subdivisions 
thereot shall be valued as. provided in 
the resolution adopted July 12, 1935 by 
this convention. 


Other Bond Valuations 


(b) Such bonds if issued in 1935, prior 
to July 1, shall be valued at July 1 
market quotations; if issued subsequent 
to July 1, the original offering price 
(cost) shall be used. 

3. Bonds in default shall be valued on 
a flat basis, i. e., including past due and 

(CONTINUED ON LAST PAGE) 











of policyholders. 


Independence Square 





“Stewardship” 


This theme has been having a busy time in New York 
City this week, discussed at the annual meetings of the Life 
Insurance Presidents, and phases of it, without naming it, 
having been probed by other inter-company Associations 
and by the Convention of Insurance Commissioners. 


Life insurance stewardship is shared by individual com- 
panies and their Field organizations, by various inter-com- 
pany Associations, by the American Life Convention and 
the National Association of Life Underwriters, by the in- 
surance press, and by the supervisory officials of the States. 
The dominant principle should be to safeguard the life in- 
surance security and the interests of nearly sixty millions 
And so it is well that there should be 
culminating annual meetings, to survey present status and 
to shape policies for the following twelve months. 


The Penn Mutual pays its compliments to these Asso- 
ciations and to their member companies, and salutes the 
Association of Life Insurance Presidents. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 


Philadelphia 




















Life Counsel Hold 
New York Meeting 


Interesting Legal Questions Af- 
fecting Life Companies Are 
Considered 


FIVE MEMBERS ELECTED 


Papers and Discussions cn Vital Issues 
Feature Gathering Held in 
Waldorf-Astoria 


NEW YORK, Dec. 5.—Insurance 
week at the Waldorf-Astoria, New York, 
was featured by the annual meeting of 
the Association of Life Insurance 
Counsel. About 100 members answered 
roll call by Secretary-Treasurer H. C. 
Bates, assistant general counsel Metro- 
politan. Alfred Hurrell, vice-president 
and general counsel Prudential, and 
president of the association, welcomed 
members, stating they should feel grate- 


ful the institution has stood up so well 
and gives promise of continuing to do so. 


Finances in Good Shape 


Mr. Bates reported cash balance Dec. 
2 over $2,300, the association being 
solvent and having on hand more than 
sufficient to take care of all anticipated 
expenses. : 

On report of the executive committee 
there were elected as members: R. L. 
Hogg, assistant general counsel, life 
presidents association; C. M. Shanks, as- 
sociate general solicitor Prudential; 
Theodore Tangeman, general counsel 
Columbus Mutual Life; L. D. Gardner, 
of counsel Protective Life, and George 
E. Johnson, attorney Teachers Insur- 
ance. Resignation of D. E. C. Moore, 
Pacific Mutual Life, was accepted. 

The nominating committee appointed 
by President Hurrell consisted of J. S. 
Conwell, Philadelphia; John Barker, 
vice-president and general counsel Berk- 
shire Life, and Allen May, general so- 
licitor General American Life. 

Death of W. F. Pattison, assistant sec- 
retary Union Central, was noted and a 
committee to draw appropriate resolu- 
tions appointed. 


Several Interesting Papers 


The first set paper, “The Law of 
Railroad Reorganization as Affecting In- 
stitutional Investors,” was read by C. M. 
Shanks. A. D. Christian, general coun- 
sel Atlantic Life, read an_ interesting 
paper in leading the general discussion 
on “The Federal Declaratory Judgment 
Act.” 

Those taking part in discussion were 
W. C. Michaels, Kansas City; J. S. Con- 
well, Philadelphia; Samuel Davis, asso- 
ciate counsel John Hancock, F. H. Nash, 
general counsel Columbian National Life, 
> J. C. Jones, counsel Central States 
Life. 


Discusses Liquidations 


The Wednesday session opened with 
the paper of Professor W. R. Vance, 
School of Law, Yale, on interstate as- 
pects of the liquidation and reorganiza- 
tion of insurance corporations, pre- 
sented in part in another column. 

Following the association’s custom of 
having at each meeting a paper on the 
life insurance law of some state, Mis- 
souri life insurance law was presented 
by Sam B. Sebree, associate counsel 
Midland Life, Kansas City. 

J. F. Handy, associate counsel, Mas- 
sachusetts Mutual Life, led the round 
table discussion of collateral assign- 
ments of life policies. B. Holland, 
attorney Phoenix Mutual Life, spoke on 
the relationship between banks and in- 
surance companies with reference to use 
(CONTINUED ON LAST PAGE) 
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Speaks on Conservation 


Eustace A. Brock Says Problem Is to Prevent Lapses 
from Occurring—Reinstatement Only a Part of Program 





The conservation problem is to pre- 
vent lapses from occurring, said Eu- 
stace A. Brock, secretary Great-West 
Life, in his address before the Insur- 
ance Institute, of Toronto, “Conservation 
in Life Insurance.” It has been fre- 
quently used synonymously with rein- 
statement, Mr. Brock said. Conserva- 
tion is an attitude of mind toward what 
life insurance is and what it does. He 
said that if every one in the home office 
and field were instantaneously incul- 
cated with this idea, there would be no 
conservation problem. 

It is essential for the conservation 
department to work in cooperation with 
the other home office departments, 
branch offices and agents. It is par- 
ticularly essential that the conservation 
department work with the underwriting, 
agency and advertising departments at 
the home office. Conservation, he said, 
is an attack on the policyholder’s mind 
in an effort to persuade him that his life 
insurance is such a valuable asset that 
he will make every possible effort to 
pay the premium. 


Will Be Rated for Persistency 


Conservation men feel, said Mr. 
Brock, that eventually new business will 
be rated for persistency much as it is 
rated for mortality at the present time. 
In the last five years, he said, more 
than one-half the terminations in Can- 
ada were made after the policy had ac- 
quired a cash surrender value. 

Mr. Brock stated that in the selection 
of new agents, qualification charts gen- 
erally used in some form usually rate 
the agent’s possibilities fundamentally 
on a basis of volume rather than qual- 
ity. The shiftless type of agent is apt 
to write the same type of prospects. 
Too many sales, he said, are made on 
the basis that insurance is “a good 





Social Security Is Live 
Topic in Michigan, Ohio 











LANSING, MICH., Dec. 5.—The 
status of agents’ commissions relating 
to payment of the payroll tax to finance 
social security legislation is bothering 
Michigan company and large agency 
executives whose personnel is suffi- 
ciently large to come under the fed- 
eral act. Legal opinions may be asked 
either of the state attorney-general or 
the legal divisions of the federal agen- 
cies, 

Rulings on the subject, one company 
executive said, are most confusing. It 
has been stated from Washington, he 
said, that commissions paid agents 
come under the tax provision unless the 
agent is an “independent contractor.” 
The question naturally arises: “When 
is an agent an independent contractor?” 
If an agency is not an independent con- 
tractor, it appears that its own payrolli 
would not be taxable, even though it: 
personnel exceeded the eight employe 
qualification limit. 


_~ 


OHIO MEETING 


A statewide conference on the effect 
of the social security measure on the 
insurance business will be held in Co- 
lumbus, O., Dec. 16, under the auspices 
of the Ohio Association of Insurance 
Agents and the Ohio Association o 
Domestic Casualty Companies. Speak 
ers will include Commissioner Miles 
Federal Social Security Board, Wash 
ington, and Dr. Edwin Bowers, eco- 
nomics department Ohio State Univer- 
sity, formerly associated with the 
Rockefeller foundation. 

It is planned to furnish leaders who 
can answer questions of agents, com- 
panies and others respecting their ob- 
ligations as employers under the act. 





thing’ and every man ought to carry 
“a thousand or two.” : 

Orphan policies are likely to be ot 
inferior quality, Mr. Brock stated. The 
agent who writes a large volume o} 
business of poor quality is a liability to 
the company. 

Some of the means illustrated by Mr. 
Brock to get the agent to write a better 
quality of business are: to increase the 
second year renewal; to make renewal 
commissions dependent on persistency 
rather than volume of business; to give 
a bonus or cash award or pay special 
commissions for the attainment of a cer- 
tain persistency; to reduce the first year 
commission on new insurance replac- 
ing old policies; to transfer the renewal 
commissions to the agent reinstating the 
policy. These measures, however, do 
not go far toward removing the funda- 
mental weaknesses in the present agent s 
contract, he said, which stresses vol- 
ume rather than quality. 

As a more effective remedy, some con- 
servation men feel that a modified deoit 
system is desirable, the agent receiving 
the first year commission on any 1n- 
crease in insurance during the year, 
with allowance for normal termination. 
Another method proposed is to base the 
commissions on increase in premium 
volume. Still another method is to ad- 
just the agent’s rate of commission so 
that the first year commission will be 
lower than at present and higher on 
renewals. 

Mr’ Brock told of the serious loss to 
prestige and impairment of financial 
standing which can rise solely from a 
failure to conserve business by taking 
two hypothetical companies the same 
size, one of which had a low termina- 
tion rate and the other company a high 
one. He was assisted in the prepara- 
tion of his paper by Earl Loadman, 
Great-West supervisor of conservation. 





The Canada Life’s Quarter Million and 
Century Clubs West of Winnipeg in Can- 
ada and west of Minnesota in the United 
States will meet April 16-18 at Sonoma, 
Mission Inn, Cal. 





Football Celebration Is 
Grant Birthday Feature 








A unique and satisfying way to cele- 
brate his 56th birthday anniversary was 
found by W. T. Grant, president of the 
Business Men’s Assurance. In the com- 
pany’s recreation room surrounded by 
approximately 150 rooters—agents, ex- 
ecutives and their wives—Mr. Grant re- 
ceived reports from 17 branch offices 
over long distance telephone on what 
they had done during the November 
football campaign. Over a loud speaker 
system the conversations the audience 
heard and the branch managers heard 
the applause of the “rooting section.” 
Telephone calls, starting in the east be- 
gan coming in at 8 o'clock and were 
not completed from the west coast until 
12. 


Wear Gala Attire 


Company officials wore striped referee 
jackets; some of the agents were in foot- 
ball uniform; the room was decked in 
pennants, streamers, etc., and officials of 
the “game” were equipped with whistles 
and other noise makers. A miniature 
stadium contained the telephone appara- 
tus. 

November was the best month since 
1930, and exceeded the quota which was 
set 10 percent above the 1934 produc- 
tion. 

Missouri had the biggest month of any 
branch in history, producing $24,556 in 
premiums, an 8 percent increase. Louis 
Haith, Missouri, won the president’s 
trophy with 902 points. 


G. J. Spahn Named 


G. J. Spahn, formerly Madison, Wis., 
manager Metropolitan Life, has been 
named assistant superintendent of agen- 
cies, a newly created position, associated 
with A. T. Schussler, superintendent of 
agents Great Lakes territory. 

Mr. Spahn began as an agent in Rock- 
ford, Ill., in 1927. He was promoted to 
assistant manager middle west territory 
in 1928, later serving as assistant man- 
ager, Aurora, Ill, and also as general 
assistant manager northwestern terri- 
tory. He was appointed agency super- 
visor of that territory in 1931, serving 
until 1934 when he was appointed Mad- 
ison manager. 





New Manufacturers Life Heads 











M. ROSS GOODERHAM 





GEORGE G. MITCHELL 


M. Ross Gooderham, K. C., who was elected president and general counsel of 
the Manufacturers Life of Toronto succeeding the late W. G. Gooderham, having 


been vice-president and general counsel, 


was born at Toronto in 1877.. He was 


educated at Ridley College, St. Catharines, Ont., and later studied law at Osgoode 


Hall, Toronto. 


He was called to the bar of Ontario in 1900 and became a king’s 


counsel in 1928. Mr. Gooderham was gazetted as lieutenant in the 48th High- 
landers of Toronto in 1915, seconded to the 74th battalion, Canadian expeditionary 
force, in 1916 as major, and served in France with the 40th artillery battery from 


1917 to the end of the war. 


George G. Mitchell, a director and senior partner of 


the firm of Brouse, Mitchell & Co., becomes vice-president. He was born in Tor- 
onto in 1878, educated at Ridley College, and McGill University. He was presi- 


dent of the Toronto Stock Exchange in 1925 and 1981. 


Mr. Mitchell served in 


France and Belgium with the 58th battalion, Canadian expeditionary force. 





Urges Life Men 
to Be Specialists 
Lovejoy, Socony- Vacuum Sales 
Director, Makes Plea at New 


York Meeting 


NOTES NATURAL TREND 





Most Agents Are More Successful With 
Certain Groups; Concentration 
Urged 


NEW YORK, Dec. 5.—The exhorta- 
tion to life insurance agents to specialize, 
uttered by Frank W. Lovejoy, sales di- 
rector of the Socony-Vacuum Oil Com- 
pany at a recent New York City Life 
Underwriters association’s meeting, is 
in closer accord with the practice of 
many able underwriters than is gen- 
erally known. Many of them specialize 
without being sharply conscious of it, 
without realizing the extent to which 
it is.responsible for their success nor 
the degree to which it could profitably 
be exploited. 

Most life insurance men, hearing the 
term “specialist” are likely to link it 
in their minds with a few nationally 
known authorities on, say, business in- 
surance, taxation annuities or life in- 
surance trusts, forgetting what special- 
ization can do for the agent who has 
not acquired such fame. 


Specialize for Profits 


Many underwriters have long fol- 
lowed Mr. Lovejoy’s advice to concen- 
trate on a particular type of policy- 
holder, a particular type of insurance 
need or a particular type of contract. 
Inquiry shows that an increasing num- 
ber of agents are finding that special- 
ization in one of these classifications 
pays handsome dividends and in some 
cases has been instrumental in turning 4 
slump into a good prceduction record. 

Agents specializing in certain types of 
policyholders are probably less rare 
than those concentrating on special 
needs. or policy contracts. Nearly every 
agent recognizes, whether consciously 
or not, that there are certain types of 
people to whom he can sell better than 
others. Where an agent fails to recog- 
nize this for himself, his manager of 
supervisor can sometimes help by anal- 
yzing his records. For example, a New- 
ark general agency found that certain 
men might do well selling to doctors, 
and be much less successful in selling, 
say to accountants. By finding out the 
strong and weak points of each man and 
suggesting a swapping of prospects the 
management enabled the men to set 
inore men with whom they got along 
ead and fewer with whom they didn't 
click. 


Solicit One Group 


Some very successful agents do prac: 
tically all their selling to members o 
one occupational group. One such un- 
derwriter does practically all his selling 
to college professors and instructors. In 
addition to the natural advantage of 
being the type of person that most pro 
fessors and instructors find 1t pleasant 
to. do business with, he has developed 4 
background of knowledge about the pro 


fession which makes him entirely 4 f 


home when he meets a new member of 


it and gives them a large number of 


mutual friends and acquaintances. 


Another man has for years cultivated f 


the patronage of a large manufacturing 
plant. : h 
executives and many others, he is a 


ae 


Intimately acquainted with the > 


most the “official” underwriter of thef 


concern. 
(CONTINUED ON LAST PAGE) 


He gets a large part of his} 
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Security Owners Group 
To Guide Bondholders 


BENSON HEADS ASSOCIATION 





To Protect Bondholders’ Rights— 
Prominent Life Men on Govern- 
ing Board and Committee 





NEW YORK, Dec. 5.—Evolution of 
a set of principles for the guidance of 
institutional bondholders in railroad re- 
organizations may prove to be one of 
the principal objectives of the Security 
Owners Association according to its 
president, Philip A. Benson, who is head 
of the Dime Savings Bank of Brooklyn. 
This association, which has recently 
been reorganized, plans to operate under 
the title, “Railroad Security Owners As- 
sociation.” Eight life company execu- 
tives are on its governing board, four of 
whom are members of its executive com- 
mittee. 

Just what rights bondholders should 
stand upon and what concessions they 
may be fairly asked to make without 
jeopardizing their interests are ques- 
tions to which the answers are indefi- 
nite, Mr. Benson explained. The ab- 
sence of a definite, accepted understand- 
ing as to bondholders’ rights in reor- 
ganizations has resulted in some cases 
in the stockholders’ group attempting to 
effect arrangements which place an un- 
due share of the necessary sacrifices on 
the shoulders of the creditor group. 
This may even result in bondholders be- 
ing asked to waive their rights to the 
extent that they be paid off in money 
which should rightly come to them as 
interest. 


Many in Receivership 


A few months ago it was computed 
that 18.9 per cent of the railroad mile- 
age in this country was in receivership 
or trusteeship. his figure has since 
been boosted by the default of the New 
York, New Haven & Hartford Rail- 
road. 

The association is also interested in 


| protecting the railroads from adverse 
‘legislation, believing that much legisla- 


tion has been enacted without much 
thought as to where the expenditures 
required of the carriers were to come 
from. 

In railroad reorganization proposals 
there appears to be less disposition 
among the various classes of bondhold- 
ers to be concerned about their rights 
as compared with other bondholders’ 


| groups and more of a tendency to pre- 
| sent a common front, united on their 


primary objectives, in dealing with the 


| stockholders, Mr. Benson finds. 


Life Men on Board 
_Life company members of the asso- 


© ciation’s governing board include vice- 


President J. W. Stedman, Prudential; 
Treasurer F. W. Ecker, Metropolitan 
Life; Second Vice President and Trea- 
surer F. P. Hayward, John Hancock 
Mutual Life; Treasurer A. H. Meyers, 
New York Life; President Morgan B. 
Brainard, Aetna Life; President M. A. 
Linton, Provident Mutual Life; Presi- 


) dent James Lee Loomis, Connecticut 


Mutual Life and Vice President F. W. 
Walker, Northwestern Mutual. The 
executive committee includes Messrs. 
Stedman, Ecker, Meyers and Loomis. 





| FEW RIGHTS LEFT 











About the only rights left to invest- 
ors in railroad securities by Section 77 
of the federal bankruptcy act is to get 
together and compromise, C. M. Shanks, 
associate general solicitor Prudential, 
declared in his paper on “The Law of 

ailroad Reorgafiization Affecting In- 
stitutional Investors,” delivered at the 

ew York meeting of the Association 
of Life Insurance Counsel. 

hy desire of institutional investors 

to form committees to represent hold- 





ers of issues generally has been pretty 
well killed, he said. Single-minded in- 
sistence upon the rights of any particu- 
lar class of security holders, their pri- 
orities and the security to which they 
will be entitled will be subordinated to 
the inability of all to do other than 
compromise in order to pull through a 
plan of reorganization. This tendency 
to compromise will be unduly accentu- 
ated, he said. There will be no one re- 
sponsible committee looking after the 
interests of any particular class. This 
is a bad situation, he said, from the 
viewpoint of upholding priorities paid 
for in high prices and low yields. 


Right of Foreclosure 


The right of foreclosure is done away 
with under Section 77. Although fore- 
closure except for the purpose of reor- 
ganization perhaps never was feasible, 
he said, it was a great factor in securing 
for prior liens the priority to which they 
were entitled. 

Life companies have been concerned 
Over reports from Washington that 
forthcoming reorganizations of railroads 
should scale capital structures perpen- 
dicularly and not horizontally; that is, 
the burden of scaling down should be 
borne from top to bottom equally with- 
out much regard for priorities. This 
means, he said, that the hardship of re- 
organization would fall almost 100 per- 
cent on the mortgage bondholders, and 
stockholders probably would gain, as 
even though stock would be scaled 
somewhat, it probably would represent 
most of the equity. The stockholders 
would lose their accrued interest and 
fixed interest position and be trans- 
formed in whole or part to an income 
security basis. 


Frazier-Lemke Act 


“This is all part and parcel, of course,” 
Mr. Shanks said, ‘of the reasoning which 
led to passage of the Frazier-Lemke act 
—the contention that the creditor must 
be sacrificed for the benefit of the 
debtor. In the case of railroads, whether 
elsewhere or not, the theory is without 
rhyme or reason, except for the possible 
contention, to which I do not subscribe, 
that the present stockholders are neces- 
sary to provide management. 

“It means merely the sacrifice of the 
conservative security investor for the 
benefit of the speculative, and often 
shoestring, holder of stocks.” 

In order to get the property out of 
trusteeship, Mr. Shanks said, there is 
almost overwhelming pressure to com- 
promise and to give away rights to jun- 
iors to induce them to go along in a re- 
organization plan. This means that a 
class of stockholders or bondholders so 
far down the line that it should not rea- 
sonably figure in the picture at all might 
hold up a reorganization until unwar- 
ranted concessions were made to secure 
acquiescence. 


Commission Acts as Judge 


When all of this has been done, a 
plan may be tossed aside by the Inter- 
state Commerce Commission for one of 
its own making. The court cannot con- 
sider any plan except one certified by 
the commission, therefore the commis- 
sion originates the plan and passes on 
the private and public rights and the 
court is bound to consider only so much. 
This constitutes the commission not 
only prosecutor but judge, a burden that 
is enormous, Mr. Shanks said, with du- 
ties that are great and conflicting. 


Philadelphia Directory Out 

The new 56 page Philadelphia Insur- 
ance Telephone Directory has come from 
the press of THE NATIONAL UNDER- 
WRITER. It gives a complete list of 
Philadelphia insurance offices and 
agents, with street and telephone num- 
bers. Copies may be obtained, without 
charge from THE NATIONAL UNDER- 
WRITER’S Philadelphia office, 1127 Fidelity- 
Philadelphia building, telephone Penny- 
packer 3706. 

The new edition has a striking front 
cover and is an improvement in every 
Way over previous issues. 








The 
Observant 


Lincoln 


This is decidedly the best 
profile view of Lincoln. It 
was taken by Brady in 1864, 
when Lincoln was closely fol- 
lowing the new offensive of 
the Union which gave the 
promise of ultimate victory. 


VIGILANCE 


On August 3, 1864, Abraham Lincoln wrote these words to 
General Grant, “It will neither be done nor attempted unless 
Through 


the vigilance of Lincoln and the aggressiveness of Grant the 


you watch it every day and hour, and force it.” 


day was won. 


Vigilance is a valuable characteristic in any profession, 
but in the field of successful underwriting it is indispensable. 


The Lincoln National Life Insurance Company in the train- 


ing of its representatives endeavors to cultivate that watch- 
fulness which makes one alert to the business opportunities 


which arise in every changing situation. 


The Lincoln N teal Life 
Insurance Company 


FORT WAYNE, INDIANA 











ITS NAME INDICATES ITS CHARACTER 
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Explains Purpose of Real 
Estate Appraisals in Ohio 





BOWEN CHECKS THE HOLDINGS 





Department Desires to Be Sure Values 
Entered by Companies Are 
Approximately Correct 





COLUMBUS, Dec. 5.—Superinten- 
dent Bowen of Ohio desires to make 
sure that the appraisal of real estate 
taken over by life companies is approx- 
imately correct. He feels a sense of re- 
sponsibility for Ohio companies. 

So far as farm property is concerned 
most of the appraisal work is done by 
salaried employes of the state. In hand- 
ling urban real estate he has employed 
an appraiser who not only checks up on 
appraisals but passes on appraisers used 
by comanies. If the appraiser is ap- 
proved, there is not much expense: in- 
volved in going over his valuations. If 
one is not approved, then all pieces of 
property are appraised. 

The real estate owned by Ohio com- 
panies in other states is subjected to 
this process as well as state property. 





Occasionally where the department is 
dubious as to the values fixed by an out- 
side company licensed in Ohio an ap- 
praisal is made of its property. Super- 
intendent Bowen declares that he is not 
desirous of subjecting companies to un- 
necessary expense. He merely desires 
to be sure that the appraisals are ap- 
proximately correct. 





Wadsworth Federation Head 


NEW YORK, Dec. 5.—At the annual 
meeting of the Insurance Federation of 
America held in this city this week H. 
H. Wadsworth of Syracuse, N. Y. was 
reelected president. A movement will 
be made to increase the membership in 
many of the states, the plan being to 
have office people become associate 
members, they paying $1 a year. Vice- 
president William Brosmith of the 
Travelers was reelected chairman of the 
advisory committee. The life insurance 
people on the board of trustees are H. 
A. Behrens, president, Continental As- 
surance of Chicago; Hill Montague, a 
fraternal man of Richmond, Va.; G. W 
Wells, Jr., secretary, Northwestern Na- 
tional Life and O. R. Beckwith, vice- 
president, Aetna Life. President Isaac 
Miller Hamilton of the Federal Life of 
Chicago made the report on the work 
accomplished in Illinois. 





loses his money. 


of money requires 


ance Company. 





Lighting The Way 
To Security 


The investor who tries to steer his 
own financial ship often gets stranded 
on the shoals of inexperience — and 


There is no doubt that the investing 


and constant watching of investments 
on the part of the investor. 


For a century, Life Insurance has 
been lighting the way to financial se- 
curity for those who have entrusted 
their premiums to its safe keeping. 


No investment is more secure or more 
dependable in the great emergencies of 
life—death or old age—than a contract 
issued by a well managed Life Insur- 


CANADA LIFE 


ASSURANCE COMPANY 


ESTABLISHED 1847 


expert knowledge 








Direct Mail Aid to Agents 
Discussed at I. A. C. Meeting 





OUTSIDE EXPERTS IN TALKS 





Tendency in Insurance to Train Agents 
Then Forget Them; Holcombe 
Conducts Forum 


—_———_«. 


NEW YORK, Dec. 5.—The Insur- 
ance Advertising Conference in its win- 
ter meeting here, discussed advertise- 
ment department organization and com- 
pany practices, direct mail and other 
media. The morning was devoted to 
general sessions of classes A and B. At 
the A meeting, C. A. Palmer of the 
North America, president of the con- 
ference, introduced the first speaker, P. 
J. Kelly, executive vice-president I. 
Harry Latz Service, who spoke on 
direct mail advertising. Mr. Kelly said 
an advertising manager to be success- 
ful should have had experience selling 
the product he advertises. Agents would 
pay more attention to material received 
from the advertising manager, in his 
opinion, if it were presented to them as 
independent retailers with a_ specific 
plan for use. 

They should be given a formula help- 
ing them to analyze their market and 
how much should be spent on each 
prospect classification. Direct mail ad- 
vertising, he said, should do more than 
get an interview, it should enable the 
salesman to felow up the call, “Present 
direct mail,” he said, “for the most part 
is designed to do one thing—get an in- 
terview only, then the help for the sales- 
man stops.” 


Tend to Neglect Agents 


“Insurance companies spend a great 
deal of time training new men,” he said, 
“and literally holding their hand for 
them while they get started. After they 
get started the companies are inclined 
to forget them. Direct mail, properly 
used with a field organization will keep 
it alive and help the salesmen plan their 
work more logically.” 

Mr. Kelly declared the insurance busi- 
ness needs more advertising than other 
industries because it is an idea, not a 
tangible thing such as an automobile. 
He deplored the sorrowful type of copy 
dealing with accidents and funerals, a 
negative type that does not appeal, in 
his belief, where testimonials would. 
He urged advertising managers to cre- 
ate a distinctive style and keep to it. 

His talk was followed by a general 
discussion of methods used by various 
companies in direct mail advertising. J. 
M. Holcombe, Jr., and Kenneth Miller 
of the Life Insurance Sales Research 
Bureau, Hartford, led an open forum on 
the subject of advertising department 
organizations and the practices of vari- 
ous companies in selecting media and 
fixing expenditures. Forty-five com- 
panies comprising the largest as well as 
smaller ones were studies in this sur- 
vey which dealt with all phases of ad- 
vertising. 

Discuss Marketing Problems 


Frank Presbrey, dean of the advertis- 
ing profession, was a guest at the lunch- 
eon. The speaker was C. L. Landon, 
vice-president of J. M. Mathes, Inc., in 
charge of marketing. He spoke of the 
need for more complete basic data for 
purposes of improving sales projects and 
declared this improvement would give 
to those charged with selling problems 
a cleaner picture of the job ahead and 
assist them in marketing efforts. He 
also suggested a clarification of policy 
forms for enlightenment of laymen. 

He said growth in production of fire, 
casualty and surety companies had not 
kept pace with increases made by life in- 
surance and he believed the reason for 
this is the lack of knowledge among 
people at large about those other 
branches. 

“It is conceivable, I believe,” he said, 
“that if such information were made 


——= 





—— 


Insurance Corporations 
Pay Heavy Tax Levies 











WASHINGTON, D. C.,, Dec. 5~ 
Insurance corporations contributed 
heavily to the federal revenues from 
their 1933 income, it is shown by fig- 
ures made public by the Bureau of Ip- 
ternal Revenue, although only 637 out 
of a total of 2,063 companies had tax. 
able net income. 

Total taxes collected from the indus. 
try were $9,188,000, of which the life 
branch contributed $2,451,000 and the 
other branches $6,732,000 in income 
taxes and $5,000 in excess profits taxes, 
it was. reported. 

In the life field, 172 of a total of 696 
companies paid taxes, reporting aggre- 
gate gross income $360,182,000, and net 
income $17,841,000, while in other fields, 
465 out of 1,437 companies paid taxes, 
having gross income $794,727,000, and 
net income $48,530,000. 

A total of 420 life companies, report- 
ing aggregate gross income $469,193,000, 
had tax deficits $48,697,000, while 856 
other insurance companies, with an ag- 
gregate gross $698,835,000, had tax defi- 
cits $199,132,000. 


Cincinnati Actuaries Hold 
Forum on U. S. Security Act 





The danger of a possible modification 
of the social security act by amend- 
ment, brought about by political or eco- 
nomic pressure, that would allow the 
reserve fund to be invested in public 
utilities or some other field of “govern- 
ment-in-business,” instead of in United 
States 3 percent bonds, was emphasized 
by Richard J. Learson, associate actu- 
ary Western & Southern Life, in a dis- 
cussion of the act’s affect on invest- 
ments before the Actuarial Club of Cin- 
cinnati at the November meeting. 

Considering the effect of the taxes 
provided in this act on life insurance 
companies, W. Harrison, actuary 
Ohio National Life, expressed the 
opinion that while some modification of 
the act was practically certain, never- 
theless the final act as amended is likely 
to be to similar to the present one. Mr. 
Harrison also pointed out that it will 
cost the companies from 6 to 12 cents 
per thousand of business in force every 
year, depending on whether agents are 
to be regarded as wage earners or not, 
and that additional contributions from 
general taxation funds will be required 
beyond those provided for in the act. 

Following M. Dodson, assistant 
actuary Ohio National, who reviewed 
certain phases of the act that should 
stimulate life insurance production as 
war risk insurance did, A. J. Koeppe, 
assistant-actuary Union Central and 
president of the club, closed the meet- 
ing by urging continued active interest 
and consideration of the act. by all ac- 
tuaries in anticipation of much greater 
public interest in the near future. 


Keider Is Expanding 

The Guarantee Mutual Life of Ne- 
braska is expanding on the Pacific Coast 
under the direction of Dwight 
Keider, home office representative at 
Los Angeles. He has appointed four 
new general agents: Wade Siler, San 
Diego; Joe Shaver, Long Beach; W. E. 
Smock, Pasadena, and G. E. Classen, 
Hollywood. California production in- 
creased 150 percent in October over 
September while November ran _ 00 
percent over October. Mr. Keider plans 
an aggressive campaign during 1936. 
Vice-president J. W. Hughes expects to 
visit the Pacific Coast agencies this 
month. 


— 
a 








require.” 


The late afternoon was devoted t0 
closed sessions .where the insurance 
trade press was discussed. The next 
meeting will be held in Baltimore 





available they would be receptive pros- 





May 25. 


pects for that type of, protection they 
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Declares Agency Meetings 
Medium for Building Morale 





HOBBS TALKS IN CINCINNATI 





Progressive Chicago Manager Gives 
Tips at Session of General 
Agents and Managers 





Nothing could be more demoralizing 
than using weekly agency meetings to 
criticize agents for slack production, P. 
B. Hobbs, agency manager Equitable 
Life of New York, Chicago, declared 
in a talk before the Associated Life 
General Agents & Managers of Cin- 
cinnati. The purpose of weekly agency 
meetings is to “recharge the agents’ 
batteries,” to instil morale, enthusiasm, 
conviction and determination, he said. 
The meetings also should not be used 
as a medium for permitting outsiders 
to come in and sell the agents on vari- 
ous propositions. 

The agency head is expected by the 
agents to do something for them in re- 
turn for what he receives from them. 
The regular meeting can be made a 
medium for showing his thought and 
concern for their welfare, for attempt- 
ing clear analysis of current trends and’ 
setting agents right on the effect on 
their business of various political and 
economic conditions. 


Urges Criticism in Private 


Criticism of the agents should be 
done individually, Mr. Hobbs said. By 
the same token the regular meetings 
should not be used to “cry” for more 
business. Increased production should 
result from what is given to the agents 
at the meetings. The meetings are well 
suited to build company and agency 
loyalty, something which is needed 
more now when there are so many 
changes being made by companies. If 
a company is conservative it can be 
defended in the meetings, which also are 
fine mediums for answering questions 
and challenges of agents. 

_Time control and app-a-week produc- 
tion can be emphasized. Nothing will 
keep an agency going like time control, 
Mr. Hobbs said. However, it cannot 
be forced down the agent’s throat. To 
make it compulsory it is almost neces- 
sary to make some advances which ul- 
timately will prove expensive. Advice 
and aid to agents on prospecting can 
be given in the meetings. Mr. Hobbs 
said it is strange that although 90 per- 
cent of selling life insurance is in good 
prospecting, scarcely 10 percent of the 
agent’s time is given to it. 

House Paper Useful 


_A house paper is of great usefulness 
In an agency, serving to stimulate mo- 
ral. Mr. Hobbs has found one can 
be issued for $3 or $4 a month for 100 
agents, Assistant managers, the agent 
responsible for group production, and 
the chief clerk in charge of the agency 
clerical staff contribute to it. Both the 
house paper and talks in meetings 
should be calculated to help agents steer 
a safe course of service through con- 
fused conditions. The meetings also 
can assist in recruiting new agents and 
in demonstrating to the agents that it 
IS possible to discuss the business in 
terms of life rather than life insurance. 


Agency Management Factors 


Strengthening control over part time 
and probationary agents was discussed 
by ; Hoy, board chairman of the 
Life Underwriters’ Association of Can- 
ada, before the Canadian Life Officers’ 
Association’s meeting in Toronto. 
tability in agency organization is one 
of the pressing needs of the present 
time and can be achieved by: Salary re- 
muneration for new men; better super- 
Vision and training of new men, more 
time being allowed to agency managers 
or their assistants for this purpose; and 
ull time agents exclusively in urban 
centres. Stability is not entirely a 
Problem of new men. Many of the 





older men in the field are finding it diffi- 
cult to make a living, through lapses, 
and through introduction of new poli- 
cies at lower premiums with lessened 
scales of commissions. The main ef- 
fort of the companies should be to re- 
tain the experienced men in the field, 
Mr. Hoy said. 





Lindquist Goes on Trial 


Gustaf Lindquist, former Minnesota 
insurance commissioner who, it is al- 
leged, became embroiled in a plot to 
loot the Abraham Linclon Life of 
Springfield, Ill, went on trial this week 
at Chicaga in criminal court. The 
charge is conspiracy to defraud the life 
company of $25,000. Co-defendant with 
him is Abraham Karatz, former St. 
Paul attorney. Judge Burke overruled 
three motions of Karatz’ counsel, to 
continue, quash indictment and also for 
severance. 


Joins Lanphar & Co. 


DETROIT, Dec. 5.—E. F. Bickley, 
for two years with the management of- 
fice of the Fidelity Mutual Life_super- 
vising repossessed property in Detroit, 
Chicago, Cleveland and Minneapolis, 
has joined M. F. Lanphar & Co. as 
vice-president. The company is affil- 
iated with the Lanphar general agency. 





Additional Audits Feared 
at Commissioners Meeting 





POLITICAL TIE-UP EXPECTED 





Companies Object to High-Salaried Ap- 
praisers Named to Value Fore- 
closed Lands 





NEW YORK, Dec. 5.—At the Insur- 
ance Commissioners’ meeting here con- 
siderable anxiety has developed in com- 
pany circles as to the dam breaking so 
far as examinations or audits of differ- 
ent kinds are concerned. The opportu- 
nity of making examinations or checking 
up on this or that is a fruitful one to 
create political jobs. Already some de- 
partments have started what might be 
called preliminary raids. Home depart- 
ments that appreciate the gravity of the 
situation resent outside interference by 
other states where seemingly there is no 
legitimate reason. In a few cases where 
an outside state has insisted on an ex- 
amination or audit the home state has 
threatened retaliation. 

Owing to the fact that so many new 
commissioners came into office during 
the year political pressure has been 











strong on them to develop more em- 
ployes where the entire expense can be 
charged to the companies. 

One of the features to which objec- 
tion has been made especially by the 
life companies is the appointment of ap- 
praisers to value both urban and farm 
property taken’ by foreclosure. Us- 
ually these men are paid very high sal- 
— some runing as high as $150 a 

ay. 


Moratorium Unconstitutional 


SIOUX CITY, IA., Dec. 5.—Federal 
Judge Scott ruled the Frazier-Lemke 
farm debt moratorium law unconstitu- 
tional in a decision on two hearings. He 
declared the amendment passed last 
August contravenes the “due process 
of law,” provision of the constitution as 
well as that providing that all powers 
not specifically granted to the federal 
government by the constitution shall be 
reserved to the states. 


— 


SOUTH DAKOTA RULING 


SIOUX FALLS, S. D., Dec. 5.—Fed- 
eral Judge A. Lee Wyman has held un- 
constitutional the amended Frazier- 
Lemke farm moratorium act. Judge 
Wyman ruled in favor of the Union Cen- 
tral Life which had attempted to fore- 
close on a 500-acre farm in Brown 
county. 




















ofa dow” .:. 


ETHELBERT IDE LOW 


Chairman 





Picture two life insurance men—one pro- 
ceeds along specialty selling lines. He sells 
a policy here and a policy there. He con- 
stantly sees new people, makes a sale, and 
probably forgets about those people, and 
they forget about him. As he gets older 
he finds it a bit more difficult to keep up 
the pace he has set for himself. He must 
constantly get new people, and since his 
approach is along purely specialty selling 
lines, he finds it a bit difficult to approach 
the younger age group that are buying 
modest amounts of insurance. Gradually 
his production lessens, his income suffers. 
It is not a pretty picture and yet it is an 
honest picture of what happens to the life 
insurance man of a certain type. 


* 


JAMES A. FULTON 


CONTRASTING PICTURES 


action. 


strongly that he 


I Contrast this with the picture of a man 
who does a real job of Client Building 


If you would like a copy of this entire speech, write for the booklet “A Career 
or, if you are interested in other material which the Home Life 
has published in the interest of their "Career Underwriters", you may have a 
copy of any of the following booklets: "Client Building Through Estate Planning’; 
"The Making of a General Agent’; "My Daily Dollars"; "Planned Estates". 


HOME LIFE INSURANCE COMPANY 
256 BROADWAY #@ NEW YORK, N. Y. 


C. C. FULTON, JR. 
Agency Vice-Pres. 


President 


Through Estate Planning. He proceeds vig- 
orously to build clients as well as sell life 

insurance. He substitutes for the pressure | 
of sheer salesmanship the far greater pres- 
sure that comes from the logic of facts and 
circumstances. He addresses himself to the 
disinterested serving of the needs of his 
clients. He puts at their disposal an ever 
increasing store of knowledge and ability 
which his experience builds for him. Do 
not for a moment think that he is not a 
salesman. He is a salesman of the highest 
order. He does not merely marshal facts. 
He presents them in a way that calls for 


A good doctor does not merely find out 
what is wrong with his patient. He tells 
him what to do about it and insists rather 








shall do it. 


—James A. Fulton 
President, Home Life 











W. P. WORTHINGTON 


Supt. of Agencies 
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Normal Recovery Noted by 
Northwestern Mutual Head 


CLEARY SEES OPPORTUNITIES 





Speaks with Director of Agencies Hill 
at 25th Year Celebration of 
Hobart & Oates 





A marvelous opportunity lies ahead of 
life, insurance, agents in the immediate 
future, due to the healthy business re- 
vival that is going on, M. J. Cleary, 
president Northwestern Mutual Life, 
declared in a talk at a breakfast meet- 
ing of the Hobart & Oates general 
agency of his company in Chicago cele- 
brating their 25th anniversary in the 
partnership. Mr. Cleary said the busi- 
ness revival will continue, for it is based 
on natural factors that reach down to 
bed rock, rather than expedients of the 
New Deal. More people will go to work 

_and more will make money; more will 
have need for life insurance. 

“The public interest in life insurance 
is keen and their confidence in it is .at 
an all time high,’ Mr. Cleary said. 
“What more could we in life insurance 
hope for? The record of life insurance 
is one in which all of us can take great 
pride. Over the last six years when 
men and women of the country were 
uncertain of everything, life insurance 
delivered. It met its obligations in full 
and on time. It was the one thing that 
men had in their safe deposit boxes that 
paid what they had a right to expect.” 


Have Written Great Total 


He congratulated R. H. Hobart and 
J. F. Oates on the record of their great 
agency. In its quarter century it has 
placed on the books $335,000,000. 

Grant L. Hill, director of agencies, 
also attended from the home office, giv- 
ing a short talk and reading an address 
of a Northwestern Mutual official de- 
livered in 1885. In this paper it was 
stated there was $1,500,000,000 of life 
insurance in force in the country. The 
speaker considered it to be a significant 
fact that there were 400 men who had 
$25,000 or more of life insurance in 
force in the United States. 

H. Hibbard, president Chicago 
Agents Association of the company, 
presided. C. F. Axelson, veteran agent 
and immediate past president Illinois 
Association of Life Underwriters, gave 
significant figures on the persistency of 
agency contracts in the Hobart & Oates 
office. Of the 35 original Hobart & 
Oates agents, he said, 10 are still car- 
rying on there, 

Long Service Records 


The service record of one, A. B. Bo- 
han, dates back 48 years, and Herbert 
Mackie signed a contract in 1888; A. 
C. Murdough in 1892; W. H. Gartside 
in 1895; R. R. Reid in 1898 and N. F. 
Dillie in 1899. Cashier John Fraher 
joined in 1889. There are now 108 
agents under contract. The agency 
was producing $6,000,000 annually when 
Hobart & Oates took it over and since 
has produced up to the high of $20,- 
000,000 in a year. Less than 50 of the 
more than 300 legal reserve companies 
have as much business in force as the 
agency, Mr. Axelson said. 

John Nelson, educational supervisor, 
presented Messrs. Hobart & Oates 123 
applications for $833,055 of business, all 
written Monday. This put the office 
nearly even with its quota of $15,000,- 
000 for the year, it having $13,547,200 
paid for in 11 months. H. F. Oates 
was leader with seven applications for 
$92,000. The agents with the break- 
fast started a month’s anniversary cele- 
bration to exceed the quota. 

Messrs. Oates and Hobart responded 
to the congratulations, Mr. Oates ex- 
pressing surprise that so many life in- 
surance officials were concerned over 
agency turnover. He said Research 


Bureau figures indicate 75 percent of 
the life business that will be done in 





Partners for Quarter Century 





R. H. HOBART 


spoke. 





J. F. OATES 


R. H. Hobart and J. F. Oates, general agents of the Northwestern Mutual 
in Chicago, were signally honored on their 25th anniversary at a breakfast meet- 
ing at which President M. J. Cleary and Director of Agencies Grant L. Hill 








Volume Increase in Detroit 
Seen as Return to Normal 





Paid-for volume of new life insurance 
written in the Detroit area in October 
shows 1.4 percent increase over Oc- 
tober, 1934, according to H. B. Thomp- 
son, secretary-counsel Associated Life 
General Agents & Managers. An in- 
crease of 21.3 percent over September, 
1935, was registered. Twenty companies, 
writing about 40 percent of the total in 
Detroit, reported $6,478,887 in October, 
compared with $6,390,042 in October, 1934, 
and $5,342,051 in September, 1935. Volume 
gained there considerably for 18 months 
up to March, 1935, Mr. Thompson re- 
ported, then slumped. Investigation 
showed this was due to sudden jumps in 
rent and living costs out of line with 
increased earnings. The resumption of 
normal gains, well distributed among 
companies, he said indicates some un- 
fortunate by-products of inflation have 
been equalized and confidence is being 
developed in the permanency of re- 
covery. 








in the business, whereas Hobart & 
Oates experience shows 40 agents con- 
nected with the office 10 years or more 
and 67 who have signed within 10 years. 
Mr. Hobart announced a family party 
to be held in the office Jan. 2 with a 
buffet dinner, orchestra, dancing, bridge; 
etc. 

The actual anniversary of the office 
is Jan. 1. Mr. Hobart started as a so- 
licitor for the company at Chicago in 
June, 1901, and in April, 1909, became 
manager in charge of the Chicago 
agency when C. D. Norton, the general 
agent, took leave of absence to become 
Assistant Secretary of the Treasury. 

Mr. Oates went with the company 
in 1904, serving first as branch man- 
ager in Chicago for a time, then assist- 
ant general agent under Mr. Norton and 
later assistant manager. Previously he 
had been connected with the Y. M. C. 
A. in Chicago, being secretary of the 
central department branch from 1895 to 
1904. Mr. Hobart attended Beloit Col- 
lege and graduated from the University 
of Chicago; Mr. Oates is a Northwest- 
ern University graduate, was a mem- 
ber of the football team; and for many 
years has been a trustee. 

Mr. Hill gave some interesting fig- 
ures on the company’s experience, 
showing 11 percent increase in number 
of policies this year, 16 percent -in- 





1940 will be sold by persons not now 


crease in volume over 1934 and 42 per- 





Conservative Values on 
Real Estate and Mortgages 





In view of the fact that the real es- 
tate and mortgage items in the port- 
folio of an insurance company are the 
ones whose valuation depends probably 
more largely than the other upon judg- 
ment, the report of a survey by Insur- 
ance Superintendent Pink of New Yark 
is interesting. The survey was made 
by M. A. Shaughnessy, New York in- 
surance department real estate ap- 
praiser, during the course of a regular 
examination of the New York Life. It 
included 1,456 properties in Cleveland 
which are real estate and mortgage in- 
vestments of the New York Life. 

Mr. Shaughnessy divided Cleveland 
into districts on the basis of the type 
and average worth of the properties rep- 
resented there. He selected a typical 
property from each district and made a 
careful appraisal, working out a repro- 
duction cost and using the capitaliza- 
tion method also, without first referring 
to the book value or acquisition cost. 

He made an aggregate appraisal of 
$256,800 of 27 company-owned residen- 
tial parcels with a book value of $230,- 
637. Eight company-owned business 
properties with a book value of $516,- 
293 were appraised at $494,000 and 
seven mortgages on business properties 
under assignment of rent with a book 
value of $317,637 were appraised at 
$359,000. These 42 properties had an 
aggregate book value of $1,064,567 while 
the present appraisal is $45,233 in ex- 
cess of the book value. 

. He expressed the belief that the New 
York Life is safe in its total investment 
in greater Cleveland. 

The majority of properties having 
questionable book values are located in 
those sections where reside the largest 
number of working class residents. He 
concludes that when the general indus- 
trial condition at Cleveland improves 
the real estate condition of these sec- 
tions will also improve. 








cent over 1933, 14 percent increase in 
premiums over last year and 42 per- 
cent over 1933, 57 percent increase in 
retirement endowments sold, 5 percent 
less term insurance and over 56 per- 
cent increase in cash loan repayments. 


Frank M. See, St. Louis, general agent 
New England Mutual, will hold a spe- 
= SS for life insurance brokers 

ec. 2-6. 


Degenerative Disease Treaffi 
Still Disquieting to Medico; 





MORTALITY SURVEY IS GIVEy 





Medical Director Brown of Prudential 
Tells Significant Figures at Life 
Presidents Meeting 





There is a disquieting persistence of 
proportionate increase of cardio-vascy. 
lar-renal diseases at middle and older 
ages, and of diabetis and cancer, de. 
clared Dr. C. T. Brown, medical direc. 
tor Prudential, at the meeting of the 
Life Presidents Association New York. 
Dr. Brown said, however, it might be 
well to consider that there may have 
been an unconscious choice on the part 
of mankind to escape early death by 
infection and die of one of the com. 
moner diseases of later life. 

During the century it has been easier 
to live to 40, 50 or 60 years. Science 
has interfered with natural selection, In 
the past it was more difficult to live 
through the earlier years and that ac- 
complishment was strong evidence of a 
tenacious hold on life. It seems logi- 
cal, he said, to assume that present pop- 
ulations above 40 have not so high an 
average ability to persistent living as 
those of the past. 

He presented a current mortality 
trend survey for 1935 made by the as- 
sociation on the basis of figures from 
its 49 member companies. The figure 
from the first ten months record were 
converted to death rate per 100,000 on 
annual basis. The mortality figure this 
year is 822 per 100,000, a reduction of 3 
percent from the 847 of last year. The 
five-year period just ending has been 
the best on record and, except for 1933, 
this year promises to be the lowest in 
the period. 

For the first time in five years, heart 
disease deaths ‘have decreased, being 
8.2 per 100,000 less than in 1934, and 
also for the first time in ten years can- 
cer has decreased. Bright’s disease con- 
tinues a favorable downward trend and 
cerebral hemorrhage also is on decline. 

Influenza increased over 1934, which, 
however, was a very low rate. Pneu- 
monia showed little change. Tubercu- 
losis declined 3.7 per 100,000 insured 
lives and diseases prominent in child- 
hood deaths decreased 1.9. 

Deaths from external causes dropped 
from 87.2 to 80.8. The suicide figure 
was 15.5 compared to 16.7 last year and 
24.2 in the peak suicide year, 1932. 
Deaths from automobile accidents to in- 
sured people are down slightly, 23.4, 
compared to 24.3 last year, attributable 
largely, he said, to educational and 
safety campaigns. 


Iowa Insurance Department 
Tightens Up on License Law 





DES MOINES, Dec. 5.—The Iowa 
insurance department has announced it 
will hold all companies responsible for 
failure to abide by “the letter an 
spirit” of the Iowa law on licensing 0 
agents. The department stated that 
particular attention is called to the sec 
tion on account of numerous complaints 
as to its violation in a number of ways: 
first, by life companies in authorizing 
solicitation by new agents without pro- 
curing licenses for them until business 
has actually been produced in substan- 
tial volume; second, by companies other 
than life in placing business through in- 
dividual agents not licensed for theif 
particular companies and later obtaining 
a license for the agent or issuing the 
policies through another licensed agent; 
and also for failure to obtain licenses for 
all company representatives who solicit 
or assist in solicitation. Such practices 


of its responsibilities where particulaf 
transactions are called in question, af 
the notice is given to end irregular prac- 
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Home Life—New paid business for 
November was 42 percent greater than 
for November last year and 8 percent 
over October, which was one of the 
largest months in four years. 

John WHancock—Reports substantial 
increase in ordinary, industrial and 

oup first 10 months, bringing total in 
force to $3,596,743,000, a net gain over 

Dec. 31, 1934, of $108,000,000. ~Pay- 
ments to policyholders for first 10 
months totaled $74,503,208, making ag- 
gregate $1,139,410,203 since organization 
in 1862. 

Jefferson Standard Life—Eclipsing all 
monthly records of the past several 
years, agents produced a total of $10,- 
900,000 during November. Increases 
were noted throughout the entire terri- 
tory. Approximately $3,500,000 was 
produced in North Carolina. 

President Julian Price, whose birth 
month is November, expressed himself 
as encouraged about business condi- 
tions in general, inasmuch as the gains 
came from all sections. Mr. Price is 
confident that the close of 1935 will find 
this the outstanding year in Jefferson 
Standard history. 

August had the previous high record 
of the year with a total of $10,042,000. 
Increases have been noted consistently 
over the past year. 

Texas was second to North Carolina 
with a total of $1,750,000. More than 
$2,000,000 was produced west of the 
Mississippi. 

Insurance in force stands at $322,000,- 
000, with assets $60,000,000. 

Guarantee Mutual Life—November 
was its biggest month in five years with 
over $2,000,000. 

California-Western States—November 
sales 11 percent greater than a year ago. 
Second biggest day in company’s his- 
tory was Nov. 27, with applications for 
$1,026,350. ; 

Occidental Life, Cal—Passed $200,- 
000,000 mark in insurance in force with 
assets in excess of $25,000,000. New 
paid business to Nov. 1 17 percent in- 
crease over 1934. October written busi- 
ness $1,036,070, increased 29 percent 
over corresponding month last year 
honoring Ira C. Cunningham, new su- 
perintendent of agencies. 

Philadelphia Life—Year-end contest 
bringing in a gratifying increase in busi- 
ness. Virtually every agency is exceed- 
ing the quotas, some running as high as 
184 percent. 

Kansas City Life—$1,135,500 gain in 
November with applications averaging 
$1,700, a considerable increase. Sales 
still are. preponderantly high premium 
20-pay life and income endowment 
forms. 


New York Life—Every office of the 
mid-west department covering northern 
Illinois and offices in Decatur, Peoria, 
Davenport, Des Moines, Waterloo, Sioux 
City, Sioux Falls, S. D., and Omaha 
will fill its allotment by the end of the 
year. The Davenport, Decatur and 
Sioux City offices have already filled 
their allotments. 

Earl V. Reed, Union Central, Oklahoma 
City—Showed a gain of slightly over 
$1,000,000 in paid for business as of 
Nov. 1, compared with the same period 
in 1934. The agency is second of all 
agencies in percentage of gain in paid 
for business. 

Frederick Bruchholz, New York Life, 
Chicago — Exceeded October-November 
allotment of $870,000 in annual drive to 
qualify for Chicago Christmas party. 

Guardian Life—In October president’s 
month drive G. W. Adams and C. . 
Brust of the Brust & Von Breton agency 
in Los Angeles finished first and second 
im number of applications. 

John Kelly, Provident Life & Acci- 
dent, St. Louis—In October agency led 
Company, while W. E. Hennessy, St. 
Louis, was the company’s leading per- 
Sonal producer. Vice-President Robert 
Maclellan was a recent visitor. 

Arthur P, Shugg, Aetna Life, St. Louis 
—Production 10 percent above 1934, while 





premium volume has increased 30 per- 
cent, 


Lincoln National Life—G. F. Loft- 
house, Detroit, led all agents in paid 
business volume secured on the lives of 
old policyholders in October. Other 
leaders were P. Sitrick, Davenport, Ia.; 
C. Chaddick, San Antonio, Tex., and L. C. 
Mascotte, Fort Wayne, Ind. O. F. Gil- 
liom, Berne, Ind., led in number of ap- 
plications and was followed by J. M. 
Brander, Long Beach, Cal.; P. Sitrick, 
Davenport, Ia.; C. Chaddick, San An- 
tonio, Texas, and L. C. Mascotte, Fort 
Wayne, Ind. 

Leon A. Soper, Phoenix Mutual Life, 
Los Angeles—Paid premiums up to Nov. 
30 show an increase of 36 percent. 

W. M. Hammond, Aetna Life, Los An- 
geles—Paid business in November gained 
20 percent; for year to date 10 percent. 

Fidelity Mutual Life—First year lapse 
paid business during past club year was 
the lowest on record. It is forecast that 
the final lapse ratio July 31, 1936, will 
be 10 percent less than it was this year, 
which if achieved, will be the lowest 
first-year lapse ratio recorded. 

The E. M. Somerville Penn Mutual 
Life, Kansas City, Mo.—Gain for three 
consecutive months with November 
ahead 28 percent. 

National Life & Accident—The two 
Chattanooga offices wrote $500,000 in- 
surance from Oct. 4-18 in celebration of 
their Tennessee trophy campaign, it is 
reported by Managers S. N. Jonakin and 
Terry Archer. Within the state during 
this campaign, there was more than 
$3,000,000 insurance written. 

Howard A. Austin agency, Prudential, 
Kansas City, Mo.—In campaign celebrat- 
ing 60th anniversary, produced 226 per- 
cent of quota. In first year of Leon A. 
Triggs as assistant manager, started 
with four men and ended with 10 city 
men and two country men. All old men 
increased volume of business, size of 
average application and in over half of 
the 12 months gained in production. Full 
time agency produced 228 percent of its 
1934 production. Brokerage business 174 
percent of total in 1934, and received 
nearly double the number of cases from 
50 percent more brokers. 

S. D. Krueger agency, St. Paul, Equita- 
ble Life, N. Y.—$1,855,518 business writ- 
ten in one month in a special “scrim- 
mage campaign.” 

Tulsa, Okla., Bankers Life of Iowa— 
Exceeded October quota by more than 
215 percent, leading the country in the 
October agency gains contest. 

Roy Ray Roberts, Los Angeles, State 
Mutual Life—Gain of 18 percent in paid 
new business, for first ten months. Ex- 
pects to close year with better than a 
30 percent increase in written business. 

Fred M. McMillan, Los Angeles, Penn 
Mutual Life—Paid production for Octo- 
ber gained 20 percent. During Novem- 
ber the McMillan agency is engaged in 
a double or nothing campaign and ex- 
pects to double its production for No- 
vember, 1934. 

S. S. Northington, Los Angeles, Connec- 
ticut Mutual Life—Ten month gain of 
20 percent in paid production. October 
increase 10 percent. 

John W. Yates, Los Angeles, Massa- 
chusetts Mutual Life—Paid business for 
October increased 33 percent. Ten month 
gain of $1,102,459 puts agency first in the 
company. 

Walter G. Gastil, Los Angeles, Con- 
necticut General Life—October best 
month of year and increase is being 
maintained through November. Paid 
life volume was the largest month in 
history. 

Walter D. Erwin, Los Angeles, General 
American Life—October produced 203 
percent of pledge for “President’s 
Month,” making it the best month since 
1932. 

M. P. Kane, Boston, Prudential—Wrote 
$750,000 in the 6th anniversary celebra- 
tion in October. One new agent turned 
in 21 applications. 

New England Mutual Life—Two St. 
Louis agents led in personal production 
in October. W. BE. Glogau was high man 
for volume of new business, while J. R. 
Shipman set the pace for number of 
lives insured, 

Cc. W. Cottingham, Cedar Rapids, Ia., 
Equitable of New York—He increased 
86 percent for 1934 over 1933, an in- 
crease of 37 percent for the first ten 
months in 1935 over 1934. The total 
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ield-Men will read 
with interest and possible 
profit to themselves the 
message published by 
the Metropolitan Life 
Insurance Company in 
a group of December 
magazines.* 


This message, headed 
“The Deeper Joyof Christ- 
mas,’ describes the true 
happiness of the Christ- 
mas season—the assured 
joy of security in the 
future. 


Every father would like 
to give his family this 
sense of security. Explain 
to your clients how com- 
fort and security can be 
gained through a Life 
Insurance Program. 


* Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 
Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, President 


ONE MADISON AVE., NEW YORE, N. Y. 
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volume of paid business for the first ten 
months amounts to $1,377,099, with over 
$600,000 in addition issued. Mr. Cotting- 
ham has just recently had the honor of 
being elected president of the Cedar 
Rapids Rotary Club. 

Cc. J. Zimmerman agency, Connecticut 
Mutual, Newark—Has risen from 42nd 
to third place since appointment in 1931; 
written business first 10 months shows 
32 percent increase. 

Columbian National Life—Louis J. 
Rosenberg, South Bend, Ind., general 
agent is the first producer to qualify 
for the Star Producers’ Club. 

W. B. Combs, Oregon, Northwestern 
National Life--Increase of 12 percent 
in October. 

A. P. Osborn, Kansas City, Mo., Lin- 
coln National Life—Completed 1935 
quota, 40 percent above 1934’s, by Oct. 1, 
with production 250 percent ahead. 

0. D. Douglas, San Antonio, Lincoln 
National Life—$95,000 secured in one 
day birthday drive for Mr. Douglas. 

F. F. Ehlen, Guarantee Mutual Life at 
Chicago—October was the largest month 
in the history of this agency. The 
agency was first in the country in issued 
and paid for business. Mr. Ehlen per- 
sonally led all the agents “in personal 
production. There is an increase of 120 
percent over October of last year and 
150 percent over September of this year. 


Would Tax Companies 


LINCOLN, NEB., Dec. 5.—N. M. 
Sommerville, a taxpayer, has begun’ an 
action to require the secretary of state 
to collect an occupation tax on the ba- 
sis of capital stock from insurance com- 
panies. The state has pursued a policy 
for years of exempting these on the 
basis of an interpretation of the law 
which relieves insurance companies 
from all other taxes, save on real estate, 
on payment of a gross premium tax. 





H,. R. Pruemers, former postmaster at 
Burlington, Wis., has been named to suc- 
ceed the late J. T. Groff as district agent 
there for the Aetna Life under the Al- 
bert Mielenz general agency of Mil- 





Replacement Problem Up to 
Agents---Dr. Hunter 





NEW YORK, Dec. 5.—The crux of 
the replacement problem is not so much 
the switching of one company’s busi- 
ness to another but the rewriting of 
policies within the company itself, which 
in turn seems to depend largely on the 
quality of the agents and the attitude 
of the agency manager, said Dr. Arthur 
Hunter, vice-president and chief actuary 
New York Life, at the fall meeting of 
the Actuarial Society. 

The impression that, generally speak- 
ing, it is the weaker agents who do the 
bulk of replacement business and are 
largely responsible for the high lapse 
rate characteristic of such business was 
definitely confirmed in figures cited by 
Dr. Hunter. In one company studied 
nearly two-thirds of the replaced busi- 
ness was written by one-quarter of its 
agents. 


Analyze Three Groups 


An analysis of the new business of 
certain groups of large producers in an- 
other prominent company showed defi- 
nitely that the greater part of the re- 
placed business was written by the 
poorer type of agents. The year 1933 
was selected for study and the cases 
were traced in order to determine the 
number of old policies which had ter- 
minated within three months after the 
new insurance was issued. These agents 
were divided into three groups: (1) 
those who had the reputation of doing 
high class business and of placing the 
compariy’s interest first; (2) those of 
the average type with good reputations; 
and (3) those who were inclined to 
adopt the easiest way of obtaining new 
insurance. 

The number of old policies terminated 





waukee. 


on the same lives within three months 





after the new policies were issued did 
not exceed two cases per man in the 
best group. In the second group the 
number was higher but still reasonable. 
But in the third, the number of old 
policies terminated “was _ sufficiently 
high to call for drastic measures.” It 
was noticed that the first year lapse 
rate as well as the percentage of sub- 
stituted business was generally an indi- 
cation of the agents’ standing. 

Another study showed the high lapse 
rate on replaced business. This study 
covered all the company’s cases which 
were subject to an adjustment in the 
agent’s commission by reason of rewrit- 
ing, whether or not the full commission 
was later allowed, and embraced the 
years 1932-1933 and the early part of 
1934, At the end of the first policy year 
after the issue of the rewritten busi- 
ness, 32 percent by volume had lapsed 
and surrendered while another 16 per- 
cent had lapsed and surrendered by the 
end of the second policy year. 


Conservation Worthwhile 


A surprising sidelight on the replace- 
ment problem is the fact that a large 
proportion of replacement business is 
the rewriting of policies on which there 
is no loan whatever. In one large com- 
pany one-quarter of the replaced busi- 
ness had no loan against it. In an- 
other, one-third was entirely unencum- 
bered. 

Efforts to persuade policyholders not 
to drop their insurance are distinctly 
worth while, in Dr. Hunter’s opinion. 
In the case of 17,500 interviews at the 
New York Life’s home office with pol- 
icyholders who had decided to surren- 
der, 13 percent were persuaded to con- 
tinue their insurance. Conceding that 
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this might not seem like a high per. 
centage, Dr. Hunter pointed out that it 
should be remembered that all of these 
persons had definitely decided to give 
up their insurance. One of the best 
ways of keeping in force business threat. 
ened with surrender is to have jt 
changed to a lower priced plan or to 
have it reduced in amount on the same 
plan, rather than to grant an additional 
loan, Dr. Hunter concluded. 


AD BRIEFS 


RESTORE AND INCREASE DRIVE 


At the annual meeting of the Can. 
adian Life Officers’ Association, plans 
were discussed for its 1936 institutional 
advertising program. Emphasis will be 
placed on “the need for policyholders 
to restore and increase their life insur- 
ance estates.” 
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WINS AD CONTEST 


The Liberty National Life offered a 
prize for the best advertisement on life 
insurance. The winning ad read: “The 
sincerest love-letter any woman ever 
read is her husband’s life insurance pol- 
icy.” It was submitted by W. E. Ho- 
talen, a Birmingham agent for Pan 
American Life. 

ak: oe 

DOUBLE APPEAL FOR BANKERS 

The national advertising of the Bank- 
ers Life of Iowa during December has 
a double appeal to prospects, presenting 
life insurance for education of young- 
sters and as a retirement income. 

Meek 
AD MEN TO HEAR PRINTER 

At the Life Advertisers Association’s 
eastern round table in New York City 
Dec. 10, better printing and improved 
typography will be discussed by Julius 
Weyl of the Edward Stern Company, 
Philadelphia printers. 

H. C. Wiesinger, 74, for 35 years an 


agent for the Home Life of New York 
in Detroit, died. 
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First Printing Press in the United States 


Brought from England in 1638, this first press is 
now preserved under a glass case in the Vermont His- 
torical Society museum in Montpelier. 
was used to print Vermont’s first newspaper, The 
Gazette or Green Mountain Post Boy—proclaiming 
Liberty and Independence. 


scope and service. 


Tue NationaL Lire InsurANcE Company 
has taken on the character of Vermont, in thrift, con- 
servatism and sound strength; but it has become, too, 
what its fownders intended, truly NATION AL in its 


(Detailed statement on request) 


NATIONAL LIFE 


INSURANCE COMPANY 


Home Ofte VT EX RM ONT 


In 1781 it 
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Bankruptcy Law Only Means 
of Equity in Liquidation 


od 


NO THREAT TO STATE POWER 





Efficiency in a Field Where Insurance 


Departments Are Now Helpless Is 
Seen by W. R. Vance 





NEW YORK, Dec. 5.—Liquidation 
of insolvent insurance companies under 
the federal bankruptcy act was pointed 
to as practically the sole means of se- 
curing equity among creditors in an ad- 
dress to the Association of Life Insur- 
ance Counsel by William R. Vance, pro- 
fessor of law at Yale University. The 
only other alternative is uniform state 
legislation. 

Mr. Vance analyzed the situation cre- 
ated by federal decisions holding that 
each state has absolute power to govern 
the attachment or distribution of prop- 
erty within its borders. He referred to 
the intolerable confusion created by cer- 
tain preference laws, like that in New 
York on compensation claims which re- 
cently Jed to demands on New York 
companies for bonds in other states. 

Mr. Vance said that the only adequate 
and available remedy is to be found in a 
recourse to the federal bankruptcy 
power. He referred to the draft of a 
proposed amendment to the bankruptcy 
act prepared by the New York insur- 
ance department under Superintendent 
Van Schaick, and the opposition aroused 
among state insurance departments re- 
luctant to see any breach made in the 
completeness of their powers. Mr. 
Vance thought, however, that some such 
bill must be enacted. He declared that 
in fact state control and the prestige of 
state insurance departments will be 
strengthened by bringing to their aid, in 
a field where they are now well nigh 
helpless, the power of unitary adminis- 
tration through the courts of bank- 
ruptcy. “I cannot believe that any or- 
ganization is weakened before the pub- 
lic by rendering better service to the 
public,” he concluded. 


Pre-Dating Policy Creates 
Complication in Lapse Case 





ST. PAUL, MINN., Dec. 5.—The 
question of pre-dating policies to give 
the applicant benefit of the change in 
age is brought out in a suit filed in the 
federal court here in Mabelle Edge- 
cumbe vs. the New York Life. Although 
the policy was pre-dated, delivery was 
not made until two months later when 
the initial semi-annual premium was 
paid. Over six months after delivery of 
the policy the assured died without hav- 
ing paid the second premium and the 
company declined to pay the claim on 
the ground that the grace period had 
expired and the policy lapsed. The 
plaintiff claims that the company had no 
tight to pre-date the policy as it actually 
should have been dated at the time of 
delivery, which would have left it in 
force at the time of death. 


Unlicensed Company Must 
Pay Fine in South Carolina 





Judgment against the Fidelity Mu- 
tual Benefit Association of Rockford, 
Ill, has been upheld by the South 
Carolina supreme court in an action 
brought by a certificate holder in North 
Carolina under sections 1968 and 7969 
of the South Carolina code providing 
that should any insurance company not 
licensed in Seuth Carolina, violate the 
Provisions of this chapter, such com- 
Pany should be fined from $500 to 
$1,000, to be recovered by any citizen 
aving a policy in that company. 
McNeely was the policyholder who 
brought the action. He served a sum- 
mons and complaint upon the benefit 





papers to Dr. Simpson, as its agent, at 
his home in South Carolina. 

_The benefit association had issued to 
Simpson a commission of authority to 
get people to become members of the 
association and to act for them in sub- 
mitting applications. Dr. Simpson said 
he collected from applicants $4 as a 
membership fee and $1 as an enroll- 
ment fee. He retained the $4 and sent 
the $1 to Rockford. The transaction 
was then to be completed by mail. 

The supreme court held that the bene- 
fit association adopted and pursued a 
plan for the furtherance and transac- 
tion of its business in South Carolina 
which involved a flagrant violation of 
the code sections. 





“Dixie Underwriter” Sold 


W. H. Trentman, whose appointment 
as director of agencies of the Occidental 
Life, Raleigh, has just been announced, 
states that W. L. Powell, who organ- 
ized, owned and published the “Dixie 
Underwriter” in Raleigh six years, has 
become associated with him in agency 
work and as editor of the Occidental’s 
house organ, “Occidental News.” 

The “Dixie Underwriter,” with a cir- 
culation largely in the southeastern sec- 
tion of the country, was purchased by 
G. N. Adams, Durham general agent 
Pyramid Life, Charlotte, N. C 





Metropolitan Monograph Has 
Extensive Death Statistics 





U. S. LEADER IN ACCIDENTS 





Automobile Deaths Jump in Impor- 
tance from 5.6 Percent to 
One-third 





NEW YORK, Dec. 5.—To focus at- 
tention on the great and immediate 
need for an intensive safety drive to 
cut down the needlessly high rate of 
violent deaths, the Metropolitan Life 
has issued “The Mortality from Ex- 
ternal Causes—a Study of Suicide, 
Homicide, and Accidental Deaths 
Among the Industrial Policyholders of 
the Metropolitan Life Insurance Com- 
pany, 1911 to 1930,” a 150 page mono- 
graph. 

External causes were responsible in 
the 20-year period studied (1911-1930) 
for one death in every 11, worse than 
cancer. Amorg males the death ratio 
was one in seven. Of total deaths from 
external causes, suicide accounted for 
10.4 percent, homicide for 8.3 percent, 
accidental and unspecified violence for 
77.1 percent and war wounds for 4.2 





per cent. In each class the ratio was 
higher for males than for females. U. 
S. accident mortality is nearly twice 
that for England, Wales, or Germany; 
more than twice that for Italy, Sweden, 
or Belgium. Our homicide rate is 18 
times that of England and Wales and 
29 times that of the Netherlands. In 
self-destruction, the United States ranks 
midway among the nations of the 
world. The suicide trend was down- 
ward in the first decade of the 20-year 
experience and upward in the second 
10 years, but the rate for the last five 
years was still about one-third lower 
than in the first five years of the study. 

Automobile accidents were the lead- 
ing means of accidental deaths in the 
Metropolitan’s survey. As a cause of 
death they jumped from 5.6 percent in 
the first five-year period to almost one- 
third in the last five years, the rate be- 
ing three times as great for males as 
for females. The rapid rise in auto 
deaths has been partly counterbalanced 
by large decreases in mortality from 
other means of transportation. Between 
the first and last five-year period in 
the study, the death rate dropped 54 
percent for railroad accidents, 58.3 per- 
cent for street car accidents, and 65.7 
percent for other vehicular accidents. 

Drowning accounted for one out of 
every eight accidental deaths. 
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Disturbing Replacement Revelation 


THE striking correlation between quality 
of agents and the scarcity of rewritten 
business in their production, as revealed by 
Dr. ArTHUR HUNTER, vice-president and 
chief actuary, New Yorxk Lire, at the 
fall meeting of the AcruartaL Society, is 
another strong. item of evidence for 
measures which will raise the standards 
of agency selection and weed out the 
poorer agents. Among the best agents 
new business which resulted in the lapse 
or surrender of old business within three 
months after issue of the new was neg- 
ligible.e Among the poorest agents such 
terminations were “sufficiently high to call 
for drastic measures.” Added to this is 


the known high lapse ratio of rewritten 
business, scarcely any of which survives 
in some companies, 

Dr. Hunter’s revelation that, despite 
the prevalent belief that most replacement 
cases are on heavily loaned policies, one- 
quarter of one representative company’s 
replacements were on policies where there 
was no loan whatever, while another’s re- 
placements were one-third on unencum- 
bered policies, strikes a graver note and 
indicates that the tendency of poorer 
agents to get business where they can, 
cannot be passed off as the mere rewriting 
of business that was headed for a lapse 
anyway. 


Future of Aviation Underwriting 


ReEceEnT liberalization of aviation under- 
writing rules by the PrupeENTIAL and the 
Eguiraste Lire of New York are indi- 
cations, it is to be hoped, of progress 
toward the day when aviation will be 
either so safe or so universal—or perhaps 
both—that it will not be necessary to take 
it into consideration in underwriting any 
applicant for insurance who isn’t flying 
professionally. 

One point is frequently missed by avia- 
tion enthusiasts who cite statistics to show 
that flying over scheduled airlines com- 
pares, on a per-mile basis, very favorably 
with motoring. That is the lack of spread 
in the use of aircraft. Even if motoring 
should become far more dangerous than 
air travel is now, the existing hazard of 


air travel would still warrant an extra 
rating because practically everyone travels 
by auto and only a comparatively few travel 
by air. When air travel becomes univer- 
sal, then all are subjected to the “extra” 
risk and it no longer is extra. The higher 
rate or lower dividend that results from 
it is fairly shouldered by all the policy- 
holders and so there is no discrimina- 
tion to be considered. 

Also, when a comparatively small frac- 
tion of the total policyholder group travels 
by air, ds is now true, the greater speed 
of air travel and the consequent oppor- 
tunity for policyholders to be exposed to 
this special hazard must be taken into ac- 
count in any comparison between aviation 
and slower means of travel. 


Women As Insurance Prospects 


INSURANCE men are impressed with 
the fact that in a recent survey made by 
“Women Investors IN AMERICA, INC.,” 
it shows that women have become the 
beneficiaries of 80 percent of the 65,- 
000,000 life insurance policies now in 
force. This represents a cash value of 
$25,000,000,000. Furthermore this same 
organization brings out the interesting 
fact that 65 percent of savings ac- 
counts, amounting to $14,242,800,000 


are in women’s names. They hold 48 
percent of the stock of all railroad cor- 
porations, in the aggregate of $4,800,000. 
Forty-four percent of public utility se- 
curities is in the names of women, and 
the titles to 40 percent of all real estate, 
homes and farms are held by women of 
the country. 

Therefore it would seem that there 
is a great opportunity to get more 
women policyholders on the books. 


The Specialist or Multiple Salesman ? 


Ir May be significant that within the 
past month or so three prominent insurance 
agencies writing fire and casualty business 
in Chicago have opened life departments. 
More significant may be the fact that 
Frep L, Gray Company of Minneapolis, 
one of the large fire and .casualty general 
agencies of the northwest, has become Min- 
nesota manager of the CEeNntraL Lire of 
Des Moines. 

The effort of a number of companies 
allied with the Lire Orricers AGENCY 


ASSOCIATION to create whole time life men 
in cities of 50,000 and over shows from the 
standpoint of that organization that its 
members believe in life insurance special- 
ists. Yet there are many people today that 
are advocating insurance men writing all 
lines of business and being insurance coun- 
sellors for assured. Many agency execu- 
tives of life companies are not sympathetic 
with having their men beguiled away from 
devoting all their time to life insurance 
selling, claiming that if their attention is 





diversified instead of concentrated they will 
not accomplish much. 

There are some life men that handle 
health and accident insurance feeling that 
these are all personal lines and dovetail 
into one another. When it comes, however, 
to servicing a customer in casualty, fire and 
automobile, the subject becomes highly 
controversial. The fire and casualty folks 
are in more constant touch with their as- 
sured owing to claims of various kinds, 
need for policy endorsements and changes 


and therefore the subject of getting an jp. 
terview is not a difficult one. In a very 
casual way they can bring up the subject 
of life insurance. Some general agency 
offices in big cities have developed very 
productive life insurance departments. | 
can be said now, for example, in Chicago 
that almost all such offices are now writing 
life insurance through a regular depart. 
ment. As the future unfolds it will be jn. 
teresting to note the course the production 
end of insurance will follow. 








PERSONAL SIDE OF BUSINESS 





Commissioner Johnson of Mississippi 
has a blue uniform heavy with gold 
braid, and a shiny new gold badge, due 
to his appointment as colonel on the 
staff of the incoming Mississippi gov- 
ernor, H. L. White. The badge was 
given by the state fire marshals, who 
designated him as “Chief Fire Marshal.” 


W. K. Niemann, Madison, Wis., 
agency manager for the Bankers Life 
of Des Moines, was tendered a surprise 
breakfast on his 40th birthday. His 
agents presented him with more than 
$100,000 of new business written during 
the previous week, the best week’s vol- 
ume in four years. 


Before going to New York for the 
Life Presidents’ meeting, President 


Gerard S. Nollen of the Bankers Life 
of Des Moines, with Mrs. Nollen, spent 
Thanksgiving with their oldest daugh- 
ter, Johanna, a freshman at Smith Col- 
lege, Northampton, Mass. 


At the conclusion of the successful 
eight weeks’ grand challenge campaign, 
two Canada Life officers released a 
flight of swift racing pigeons from the 
top of the Canada Life building in To- 
ronto. The birds flew to their loft at 
Lucan, Ont., 100 miles away in a little 
less than two hours. The “Pigeon 
Post” carried a message of felicitations 
from the head office to the manager of 
the London, Ont., branch who arranged 
for this novel method of getting particu- 
lars of his standing in the campaign. 


President R. R. Lounsbury of the 
Bankers National Life of Montclair, N. 
J., is president of the 1935 membership 
campaign of the Montclair Y. M. C. A. 
Mr. Lounsbury participated in Y. M. C. 
A. membership campaigns in 1933 in 
Jersey City, where the company’s home 
office was formerly located, and in four 
such drives in Denver, Col., between 
1923 and 1926. 


R. G. Horr, district agent of the Penn 
Mutual Life, has been elected a director 
of the Agricultural and Empire State 
taking the place left vacant by the resig- 
nation of F. I, Carlisle. These are 
affiliated fire insurance companies of 
Watertown, N. Y. 

C. H. Warren, 79, treasurer of the 
Mutual Life of New York from 1906 
to 1925, died at the Hotel Plaza, New 
York City, Nov. 29 after an illness of 
several months. He joined the Mutual 
Life in 1904 after spending 30 years in 
the railroad business. He was first vice- 
president of the Chicago, Rock Island 
& Pacific when he resigned to go with 
the Mutual Life, and had previously 
been an executive of the Great North- 





ern and the Central Railroad of New 
Jersey. He began his career as a clerk 
with the Chicago & Northwestern when 
he was 20. 

President M. J. Cleary of the North. 
western Mutual Life, Grant L. Hill, di. 
rector of agencies and Russell Thier. 
bach, assistant director, attended the 
agency meeting and dinner at Peoria, 
Ill, in honor of the 30th anniversary of 
Ray O. Becker as general agent there, 
Mr. Becker has been with the company 
39 years, joining the Peoria field force 
in 1896. He was appointed general 
agent in 1905. 

John Burton, father of A. M. Burton, 
president of the Life & Casualty of 
Nashville, Tenn., who died from a 
heart attack, wrote the first policy for 
the Life & Casualty and had long been 
active in insurance circles in Nashville 
until his retirement seven years ago. 


Charles W. Gold, Jr., of Greensboro, 
N. C., who has been connected with the 
Pilot Life since 1931, has resigned. Mr. 
Gold plans to devote his full time to the 
presidency of the Atlantic Coal Com- 
pany of that city. Mr. Gold’s father, 
who died several years ago, served as 
president of the Pilot Life and headed 
the American Life Convention. 


O. E. Starnes, vice-president of the 
Imperial Life, was elected president of 
the West Asheville Club, a civic or- 
ganization of Asheville, N. Mr. 
Starnes is active in civic and church 
work. 

Col. H. P. Dunham of New York 
City, vice-president American Surety 
and New York Casualty, was host Mon- 
day noon at a luncheon at his head 
office when a number of insurance com- 
missioners were guests. Col. Dunham 
introduced them to his associate officers 
in the two companies. 


One hundred prominent financial and 
legal men honored Hartley D. McNairn, 
newly appointed insurance superintend- 
ent of Ontario, at a gathering in Tor- 
general of the province is the minister 
in charge of insurance, spoke highly of 
the services which had been rendered 
by the retiring official, R. Leighton 
Foster. He praised Mr. McNairns 
ability. 

President B. L. Tatman of the Reli- 
able Life & Accident of St. Louis 3 
celebrating his £9th year in the insut- 
ance business, having started as al 
agent for the Prudential in Colorado. 
After being in second place for the et- 
tire country for increase, Mr. Tatmaf 
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was successively promoted to assistant 
and superintendent and afterward to di- 
vision manager and supervisor of the 
Prudential. Twenty-four years ago Mr. 
Tatman launched the Reliable Life & 
Accident with Secretary A. A. Jekel, 
then a Prudential superintendent, and 
Vice-president C. L. Mattes, then a 
Prudential assistant superintendent. 


Louis F. Paret, who has been a gen- 
eral agent for the Provident Mutual 
Life in Camden, N. J., for a number of 
years, gave a luncheon to his entire 
agency in honor of his birthday. 


Claris Adams of Detroit, executive 
vice-president American Life, is very 
active in politics in his state. He has 
been elected president of the Michigan 
League of Republican Clubs. 


With $11,802,207 in new business on 
1,714 lives to his credit, Abram B. 
Brown of Allison Park, Pa., agent of the 
Equitable Life of New York, is cele- 
brating his 25th anniversary with the 
Edward A. Woods Company general 
agency of Pittsburgh. There was noth- 
ing auspicious about Mr. Brown’s pro- 
duction in his early years in the busi- 
ness. He paid for $31,000 in 1911 and 
$75,000 in 1912, but after he had reached 
the $100,000 mark in 1913 he kept up a 
steady increase, bettering his production 
each year. He has been a member of 
the Equitable’s Million Dollar Club 
many years. 


_ To start the Business Men’s Assur- 
ance’s fall football campaign, E. . 
Welton, Kentucky manager, sold a pol- 
icy to Commissioner Reed of Kentucky. 


Chasteen K. Moore, auditor Aetna 
Life, New Orleans, and his son, Chas- 
teen were drowned at Shell beach, a 
short distance from the city. The two 
had left the beach in an outboard motor 
boat. Mr. Moore was 36, his son 10. 


Alfred A. Benesch, Cleveland, re- 
sumed his duties as director Ohio de- 
partment of commerce, which includes 
the division of insurance. He was ap- 
pointed last January, but resigned in 
July, having never served because of 
illness. 


Lyman E. King, general agent of the 
New England Mutual Life at Topeka, 
has been elected president of the To- 
peka Kiwanis Club. 


Here’s One for Ripley 

KANSAS CITY, MO., Dec. 5.— 
Forty-seven years after he had given 
up endowment policy, the Rev. Dr. A. 
K. Wray, Carthage, Mo., finds he is to 
get more than he paid in during the 
three years he paid premiums. O. J. 
Neibel, supervisor of the E. M. Somer- 
ville agency of the Penn Mutual, re- 
cently went to Carthage to assist Dr. 
Wray in filling out papers which en- 
title him to the paid policy. While 
not large, the amount is greater than 
what he paid in. He hadn’t even kept 
the policy. 


A. A. MeFall, vice-president in charge 
of agencies for the Columbian National 
Life, visited in San Francisco and Los 
Angeles. 








Applicant Age Record Is 
Now Down to 30 Seconds 





A new claim for the youngest 
owner of life insurance has been 
presented, superseding the four. 
minute record of P. H. Luin, Des 
Moines general agent for the Yeo- 
man Mutual Life. H. M. Log- 
nion, Houston agent of the At- 
lantic Life, wrote a policy on 
Mona Lee Hancock when she was 
only 30 seconds old, bettering the 
then existing record established by 
T. W. Greer, Jr., Richmond At- 
lantic Life agent, who wrote his 
own youngster at the age of two 
minutes. Mr. Lognion’s record 








was set in May, 1934. 
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Goal Is One Billion in Force 


Western & Southern Life Plans to Hit 
Mark for Golden Anniversary 
in 1938 








The Western & Southern meetings in 

connection with the dedication of its 
new home office building annex in Cin- 
cinnati marked the beginning of a new 
big drive for ordinary, with the ultimate 
goal a billion dollars in force by 1938, 
the company’s 50th anniversary. The 
company now has about $750,000,000 in 
force, of which $500,000,000 is industrial, 
so that the drive to make the Western 
& Southern a billion dollar company 
will mean largely a change from a pre- 
dominantly industrial company to one 
in which the ordinary will equal the 
industrial. 
_ The company feels that it now has its 
industrial business in splendid shape and 
it has taken several years to accomplish 
this reorganization. It is not planned to 
give less attention to industrial because 
the experience of ordinary drives in in- 
dustrial companies has been that the 
industrial department increases along 
with the ordinary. The Western & 
Southern is a full level premium legal 
reserve company and to give it a billion 
dollars by 1938, largely ordinary as to 
increase, will mean the investment out 
of surplus of some $2,000,000 in 1936 
alone. The company, however, is one of 
the strongest financially in the country 
and its actuaries figure that it can well 
stand this drain. It was stated at the 
meeting that the company now issues 
the lowest cost guaranteed special $5,- 
000 commercial policy and agents will 
be expected to write many of this class. 
The company will give increased com- 
pensation for the policies of larger de- 
nomination on the theory that the cost 
per thousand of issuing the larger poli- 
cies is less than in the case of ones and 
twos. 


Plan on Military Basis 


As a preliminary to hitting the stride 
necessary to reach the billion mark by 
1938, President C. F. Williams has is- 
sued a challenge to the field for a sam- 
ple 10 days’ ordinary production. It 
was brought out that former president 
W. J. Williams, the fifth anniversary of 
whose death occurred during the meet- 
ing, had the dream and ambition to see 
the Western & Southern a well bal- 
anced company, that meaning a com- 
pany with as much ordinary as industrial 
in force. 

The plan to add $250,000,000 ordinary 
by 1938 has been put on a military ba- 
sis and Vice-president Charles M. Wil- 
liams has been made commander-in- 
chief. A golden anniversary headquar- 
ters has been established. If a sufficient 
amount of ordinary is written between 
now and the company’s annual conven- 
tion, the big drive will be officially 
launched at that time, but there is little 
likelihood that the effort will not be 
made. Every manager, assistant and 
deputy will be put on a weekly produc- 
tion allotraent for ordinary business 
throughout the period of the effort. 





Metropolitan Makes Number 
of Revisions in Territories 





With the appointment of James P. 
Bradley, as secretary of the Metropoli- 
tan, from the position of superinten- 
dent of agencies, several changes have 
been made in the administrative per- 
sonnel of the Metropolitan. R. R. Law- 
tence, superintendent of agencies, for- 
merly in charge Keystone territory, suc- 
ceeds Mr. Bradley in the metropolitan 
territory. The new great eastern ter- 
ritory will be in charge of L. J. Zettler, 
formerly head northwestern territory. A. 
T. Schussler, formerly superintendent 
of agencies middle west territory, will 


supervise the new Great Lakes terri- 
tory. 

There has been a geographical re- 
distribution in the middle west, south- 
western and southern territories. 
Through the changes, the number of 
field territories has been reduced from 
12 to 10. 


Long Receivership Ended 

ST. LOUIS, Dec. 5.—The seven year 
federal receivership of the International 
Company of St. Louis, holding concern 
for the International Life, has been ter- 
minated by U. S. District Judge Davis. 
The holding company will remain in 
business as an investment company. 
The coreceivers, Superintendent O’Mal- 
ley and Massey Wilsen, one-time com- 
pany president, have been discharged. 








They were directed to turn back $92,- 
922 assets to the company to be pledged 
by it as collateral security for a $150,- 
000 note given for the surrender of re- 
ceiver’s certificates not yet paid, held 
by the Great Southern Life and J. C. 
Martin, St. Louis. 


Fidelity Mutual “Vets” Meet 

The Fidelity Mutual’s 25 year veter- 
an’s club held a dinner. meeting as 
guests of President Walter LeMar Tal- 
bot. At present the membership con- 
sists of 40 head office employes, includ- 
ing five on the retired list, and 21 from 
the field. This year only one new mem- 
ber was initiated, W. M. Youkel of the 
investment department. 

The Fidelity Footlighters, an employe 
dramatic organization produced its fall 
play for the veterans’ benefit. It was 
Emerson and Loos’ farce, “The Whole 
Town’s Talking.” Harry Redeker, legal 
department, and Arch McQuilkin, head 
office agency cashier, shared honors in 
the male leads, while Claramae Rutan, 





No Magician Can Outdo You 














Find men like this 


There are plenty of men in this state of 
mind — an unlimited number — ear- 
nestly trying to cope with the job of 
providing for future financial needs out 
of present income. 


They know well enough that a regular 
income is a downright necessity for 
their families in event of their own 
premature death and for themselves if 
they live to be old. 


They do not know that it is within 
their financial ability to build up an 
investment that will produce such an 
income. The task seems beyond them. 
They feel incompetent, and feeling so, 
they are. 


Leave them like this 


Then you come along. You find out 
what they want to accomplish and 
show them how to do it. You put 
them in command of their affairs. 


Strength and courage return. They 
know where they are going and are 
glad to pay the price. They take 
pleasure in adding to their resources 
and pride in telling their friends what 
they are accomplishing through you. 


You change the entire outlook for such 
men and their families. Pointing the 
way to financial independence through 
individual initiative, your work is al-. 
ways one hundred per cent constructive. 


Connecticut General men receive adequate training in estate planning and, 
when the exceptional case requires it, all the expert help needed. 
Use your ability to help others and receive your well earned reward. 


Connecticut General 
Life Insurance Company 


Hartford, Conn. 
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actuarial department, played the leading 
feminine role. 


Griffith Is General Attorney 


John R. Griffith has been promoted 
from assistant general attorney to gen- 
eral attorney of the General American 
Life. He will be administrative head of 
the legal department, permitting Judge 
Allen May, general solicitor, to devote 
more time to the executive responsibili- 
ties of senior legal adviser. 


Prepare to Expand 

The Cooperative Life, a controlling in- 
terest in which recently was purchased 
by the Ohio Farm Bureau, is now pre- 
paring new premium rates and will soon 
issue a new rate book and new policy 
forms. When this is completed, an in- 
tensive campaign will be undertaken for 
new business. The offices of the com- 
pany are still in the A. I. U. Citadel, 
Columbus. 


Old Line Pays Extra 


The Old Line Life of Milwaukee has 
paid an extra dividend to stockholders 
of 1% percent on the par value. 


New Company in Dallas 
The Bankers State Mutual Life, in- 
corporated under the mutual legal re- 











serve laws of Texas, has been organ- 
‘ized with home office in the Athletic 
Club building at Dallas. Joseph V. 
Moore is president. 


First Mutual Health Licensed 


The First Mutual Health of Wilming- 
ton, Del., which was incorporated in 
May of this year, has now been licensed 
by the Delaware department. 


Life Company Notes 


A charter has been granted to ‘the 
Daniel Boone Life Association, Hender- 
son, Ky., a nonstock corporation. 

The General Mutual Life of Van Wert, 
O., has paid a dividend of $1 per share 
to stockholders. 


Former General Agent Sues 


PHILADELPHIA, Dec. 5.—The 
right of a life company to cancel the 





‘contract of a general agent where an 


understanding exists that the relation- 
ship is “for an indefinite period in the 
future,” is questioned by F. G. Pierce 
in his suit for $557,522 against the Con- 
necticut General Life filed here. Mr. 
Pierce, a former general agent of the 
Connecticut General in Philadelphia, 
filed the suit, charging both breach of 
contract and interference of contract, 
originally in common pleas court but 
the action has now been transferred to 
the United States district court. 
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We Missed Peregrine White 


Peregrine White was the first white child born 
in New England. He was the son of William and 
Susanna White and made his first appearance on 
board "The Mayflower" 
Harbor before the Pilgrims landed. 


We missed the opportunity of insuring Pere- 
grine's life under one of our new children's plans. 
And it would have been a real opportunity too, 
for, in reporting his death at the age of 84, "The 
News Letter" of 1704 said of him: "He was 
vigorous and of a comely aspect to the last." 


However, Columbian National Life representa- 
tives today are making the most of all their op- 
portunities and are creating a rapidly increasing 
number of new juvenile policyholders. 


steadily mounting volume of life and accident 
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LIFE AGENCY CHANGES 





Cravens, Dargan & Co. Are 
Appointed Occidental Agents 


Cravens, Dargan & Co., Houston, 
have been named general agents of the 
Occidental Life, Los Angeles, for 
Texas, according to Vice-president V. 
H. Jenkins, following the licensing of 
the company. Price K. Johnson, agency 
assistant manager will be in charge of 
the life department. He has been con- 
nected with the agency 25 years and his 
wide experience fits him admirably for 
the duties of his new position. The 
agency was established in 1903 and rep- 
resents 16 fire and six casualty com- 
panies, many represented more than 30 
years. 








, Ickes with Acacia Mutual 


W. W. Ickes has been appointed San 
Francisco manager for the Acacia Mu- 
tual Life. He has been manager of the 
life department of the Thomas Magee 
& Sons real estate firm of San Fran- 
cisco. After having gained experience 
as an automobile salesman, he joined 
the California State Life as manager in 
Marysville. He later went with the: 
West Coast Life and joined the West- 
ern States Life in 1926. When the two 
companies merged he became assistant 
manager of the company at San Fran- 
cisco. In 1933 he became agency direc- 
tor for the New England Mutual Life 
at San Francisco. 

S. R. Bowman has been made man- 
ager at Oakland for the Acacia Mutual. 


J. F. Houlihan’s Territory 


James F. Houlihan who has _ been 
named agency manager northwestern 
agencies by the Washington National, 
will have supervision of portions of 
Minnesota, North and South Dakota 
and western Wisconsin, with head- 
quarters in the Twin Cities. 

He was born in St. Paul and resided 
there until three and a half years ago 
when he became agency supervisor of 
the Washington National. 

Mr. Houlihan’s son, James F., Jr., 
will be associated with him as super- 
visor. 


Ohio National Names Two 


The Ohio National Life has ap- 
pointed Louis H. Koch general agent at 
Peoria, Ill., and Freeman J. Durgin gen- 
eral agent at San Diego, Cal. Mr. Koch 
was formerly connected with the Guar- 
antee Mutual Life. Mr. Durgin has had 
24 years’ experience in the business, 
having been connected with the John 
Hancock, the Fidelity Mutual and Reli- 
ance Life. 


Lyle Ernest with Occidental 


Lyle Ernest has been named Salina, 
Kan., general agent Occidental Life, 
Los Angeles. Mr. Ernest formerly was 
general agent of the Central States Life 
for seven years and also was supervisor 
for the Penn Mutual and the United 
Life of Salina. He is a graduate of 
Kansas State College. 


W. K. Bush Named 


W. K. Bush, veteran Detroit manager, 
has been appointed Michigan state agent 
Philadelphia Life. Mr. Bush, who has 
established offices at 1236 Book build- 
ing, was state manager Ohio State Life, 
22 years, serving recently as Detroit 
manager. He entered the business 25 
years ago. Mr. Bush is widely known 
in Michigan’s financial and political cir- 
cles. He was deputy secretary of state 
one term. 














Weiler & Huber Formed 


J. N. Weiler, Burlington, Wis., and 
V. M. Huber, Waterford, Wis., special 
agents Northwestern Mutual Life, have 
formed a partnership district agency and 





a 


will establish offices in the Baker build. 
ing, Racine, Jan. 1, following the retire. 
ment of W. F. McCaughey, formerly 
Racine general agent. Mr. McCaughey 
will continue in personal production. | 

With the division of the Racine gen- 
eral agency territory among other agen- 
cies, Wisconsin will have five general 
agencies. 


Enters Puerto Rico 


PORTLAND, ME., Dec. 5.—W. R, 
Bennett, a native Tennesseean who has 
lived in Puerto Rico since 1898, has 
been appointed Puerto Rico manager of 
the Union Mutual Life. This is the 
only insular territory in which the com- 
pany operates. Mr. Bennett conferred 
with officials of the company during a 
brief stop here. 





John Willoughby Resigns 


John Willoughby, Kansas City, Mo, 
has resigned as Missouri supervisor for 
the Midland Life. 





Life Agency Notes 


E. F. Johnson has been appointed dis: 
trict manager at Alexandria, Minn., by 
the Mutual Life of New York. 

Jonathan M. Shearer has been ap- 
pointed assistant manager of the Minne- 
apolis ordinary department of the Pru- 
dential. 

The Southern Life & Health has ap- 
pointed M. J. Dodd district supervisor 
in Jackson, Miss. He has represented 
the company in Biloxi, Miss., for ten 
years. 

Lloyd B. Gettys, Sioux City, Ia., man- 
ager Mutual Life of New York, has ap- 
pointed A, W. Backman of Mapleton, Ia, 
a district manager for several north- 
western Iowa counties, 








SALES DRIVES 


SOPER WINS WAR DRIVE 


The Phoenix Mutual Life agency in 
Los Angeles, Leon A. Soper, manager, 
won a war contest from the San Fran- 
cisco agency, C. W. Peterson, manager. 
Yards gained in the war were determ- 
ined by a scoring method allowing cer- 
tain yardage for each $1,000 of new 
business. “Cease firing’ was sounded 
when one of the agencies reached its 
quota. The Los Angeles agency ex- 
ceeded the yardage of the San Fran- 
cisco agency by 26 percent. 

ee 
POKER PRODUCTION CONTEST 


The southern California agency Lin- 
coln National Life, Los Angeles, W. T. 
Shepard, general agent, is engaged in a 
contest termed the largest poker game 
ever played, the idea originating with 
the San Francisco agency. The cam- 
paign is a month long. Each applica- 
tion written and examined in this pe- 
riod entitles the agent to draw one card 
to fill his hand. The cards, each in 4 
sealed envelope, are contained in a grab 
box. The player keeps the card drawn 
and a duplicate is posted in the agency 
room. Players must each have a min- 
imum of five cards so posted before he 
has a poker hand and is entitled to sit 
in'on the game. A $25 cash prize will 
be awarded for the best hand, with $15 
second and $10 third prizes. 





Krueger Managers Meet 


District managers of the S._D. 
Krueger agency of the Equitable Life 
of New York in St. Paul will hold 4 
conference at St. Paul Dec. 21. About 
75 managers and their wives are ¢X- 
pected to attend. The territory covers 
southern Minnesota and South Dakota. 
On Dec. 16 the St. Paul office employes 
of the Krueger agency will hold theif 
annual Christmas party and; dinner with 
Mr. Krueger the host. 
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~ As SEEN FROM CHICAGO 








ZITZMANN OPEN FOR BUSINESS 


Martin A. Zitzmann, who resigned 
recently as general agent at Chicago for 
the Guardian Life of New York, has 
now opened a general insurance agency 
at 632 Sheridan Trust building, Chi- 
cago. He is representing the Guardian 
Life in his life department. Mr. Zitz- 
mann has had 28 years experience in 
insurance. 

* ot 
TALMAGE SMITH QUITS POST 


Talmage Smith, agency organizer of 
the J. R. Hastie agency of the Mutual 
Life of New York in Chicago, has re- 
signed as of Dec. 31. He is secretary of 
the Chicago chapter of C. L. U. and 
newly elected president of the Life 
Agency Supervisors of Chicago. He has 
had 13 years’ life insurance experience, 
being agent and district manager in Ne- 
praska under R. E. Spaulding, when the 
latter was in charge of the Omaha 
agency of the Mutual Life, going with 
him to Chicago when Mr. Spaulding 
transferred there as manager. Mr. Smith 
expects to announce another connection 
before long. 

eke 
HONOR W. M. ROTHAERMEL 


A spontaneous demonstration of loy- 
alty and comradeship was given by Chi- 
cago managers, assistant managers and 
department heads of the Equitable of 
New York at a dinner at which W. M. 
Rothaermel, superintendent of agents 
central department, was the honored 
guest. K. M. Sacks, agency manager, 
was toastmaster, among the speakers 
being Manager Samuel Lustgarten, Dr. 
B. L. Rawlins, head of the inspection 
department, and Mr. Sacks. The occa- 
sion was Mr. Rothaermel’s sixth anni- 
versary in his post. The speakers all 
testified to his readiness to aid agents in 
solving their problems, his understanding 


and fairness. Under Mr. Rothaermel’s 
direction the central department has 
made a fine record, the speakers said, 
and the loyalty and cooperation through- 
out the entire department of many states 
have reached a high mark. 
* OK Xx 
LIFE INSURANCE STOCKS 


Quotations on life insurance company 
stocks have been issued by H. W. Mc- 
Kinney, Mathews, Dahlin & Co., Field 
building, Chicago, as follows: 





Par. Div. Bid Asked 
Aetna Life ..... 10 .60 35% 36% 
ATMOUCE 6 seccecs 1 nae % 1% 
Bank, Natl. Life 10 1.00 12 14 


Cal.-West. States 
SED: stavced ane 13 16 
moe 2 ae 
Cent. States Life 5 aes 2 
Colonial Life ...100 
Col. Natl. Life..100 4.00 
Conn. Gen. Life. 10 .80 39 40 
Con. Amer. Life. 10 1.20 28 31 
Cont. Assurance. 10 2.00 42 44 
Far. & Tr. Life.100 


Federal Life ... 10 pea 
Genl. Amer. Life 10 ae 45 ‘is 
Girard Life .... 10 -40 10 11 


Great No. Life.. 10... 7 45 
Grt. South. Life. 10 2.50 31 33 


L. & Cas. (Tenn.) 2 sale 7 

Life of Va...... 20 3.00 90 100 
Line. National .. 10 1.20 34 36 
Missouri State... 10 ane % 

Natl. Life & Ac.. 10 1.20 40 45 
New World Life 10 -40 6% 7% 


Northwest. Natl. 5 ae 12 13% 
Ohio National .. 10 1.00 21 23 
Ohio State Life. .100 5 a 


Old Line Life... 10 .60 15 16 
Pacific Mutual.. 1 ea 15% 16% 
Provident Life.. 10 .80 11 rie 
St. Louis Mt. Lf. 10 wet 5% 6% 
TS EE ks ec ec 100 14.00 440 460 
Travelers «sce 100 16.00 630 640 


Union Central .. 20 1.20 35 aa 
Wiscon Natl.... 10 -50 14% 16 
* * * 

TALKS TO BRUCHHOLZ AGENCY 
F. H. Haviland, Connecticut General 
manager in Chicago, spoke to the De- 
cember meeting of the Frederick Bruch- 
holz agency of the New York Life in 

Chicago. 











IN THE SOUTH AND SOUTHWEST 





Texas Burial Association 
License Statute Is Upheld 


AUSTIN, TEX., Dec. 5.—Judgment 
for the state was rendered by District 
Judge Robertson of Travis county in a 
case against the Phillips-Luckey Burial 
Association, upholding the validity of the 
act placing all classes of insurance or- 
ganizations under the supervision of the 
state insurance authorities. A number 
of unlicensed burial associations with 
more than 1,000,000 members combined 
in an attack on the law, which placed 
them under the regulations and super- 
vision of the insurance department. Ac- 
cording to Judge Robertson, they come 
under the act and must obtain licenses 
to operate like all other insurance or- 
ganizations doing business in Texas. 

he associations sought to enjoin the 
State from enforcing the law on the 
ground that it was unconstitutional, but 
the court permanently enjoined the 
Plaintiffs from writing any insurance 
without a permit and declined to man- 
damus the commissioners to grant a 
Permanent permit, holding in effect the 
plan of operation of such associations 
to be illegal. 





North Carolina Names Woolerly 


RALEIGH, N. C., Dec. 5.—J. W. 
oolerly has been named actuary for 
the North Carolina insurance depart- 
ment by Commissioner Boney. He is 
a native of Kentucky and a graduate of 
the University of Michigan. He was 
actuary for the old Inter-Southern Life 
and recently he has been actuary for 
the Southeastern Life of Greenville, 
» C. Mr. Woolerly succeeds J. D. 
Reeder, who resigned to return to his 
Native state of Wisconsin as actuary for 


the Lutheran Aid, with headquarters at 
Appleton. 


Insurance Ring Sentenced 


Four defendant members of an “in- 
surance ring” alleged to have defrauded 
insurance companies of thousands of 
dollars in claims on Negro deaths re- 
ceived sentences totaling 68 years and 
fines running to $29,500 by Federal 
Judge Martin at Memphis, Tenn. The 
defendants receiving sentences were T. 
C. Yarbrough, former insurance agent; 
A. C. Jones, another former agent; Dr. 
J. W. Beckeett, a Negro physician, and 
Amanda Smith, a Negro woman. 


Tax Held Illegal 


FRANKFORT, Dec. 5.—Objection 
of the American Life & Accident of 
Louisville to payment of an annual li- 
cense fee of $5.50 charged insurance 
companies operating in Junction City, 
was sustained today in an opinion by 
Assistant Attorney-General Attkisson. 
He held a 1934 act prohibited the levy- 
ing of an excise or occupational tax on 
life insurance companies except for state 
purposes. 








San Antonio Winner 


In a two month contest between the 
San Antonio and Dallas agencies of the 
Jefferson Standard Life, the former 
agency won by $100,000 according to O. 
P. Schnabel, San Antonio manager. W. 
P. Fogarty led the agency by $75,000. 





Oklahoma Agents Meet 


The Kansas Life will hold a state 
convention in Oklahoma City Dec. 7. 





An open forum was held at the lunch- 
eon -meeting of the Dallas Life Man- 
agers Club. 





AMERICAN 
CENTRAL 
LIFE 


INSURANCE 
COMPANY 


ESTABLISHED 1899 





INDIANAPOLIS, INDIANA 


@ An exclusive type of high-renewal, life-income 
building agency contracts, and exceptional oppor. 
tunities for both producers and organizers are 
available today in Illinois, Indiana, Michigan, 
Ohio, Missouri, Kansas, Oklahoma and Texas. 








Evidence of 
Returning Prosperity 


In November, one year ago, The Great-West 
Life reported the return of million dollar 
"app" days, highlights of the newly launched 
progressive expansion programme. 


The march towards oldtime levels of produc- 
tion continues. “Apps on November 4th of 
this year totalled $1,348,655, the biggest day 
in applied business since June, 1930. The 
prospect of increased sales opportunities 
grows steadily brighter with the improvement 
in general conditions. 
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NEWS ABOUT 


LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Policy Litera’ . Rate 


Digest 
, PRICE, $5.00 and $2.00 respectively. 


Books, etc. Supplementing the 
chain,” Pidgidied daamaelly ta heer andl 


“Unique Manual- 
March respectively. 





Annuity Rates Are Increased 


Connecticut Mutual Makes Change in 
Single Premium Immediate 
Contracts Dec. 20 








The Connecticut Mutual will increase 
its annuity rates effective Dec. 20. Single 
premium endowment with durations of 
less than ten years, single premium de- 
ferred annuities with deferred period 
of less than 10 years and annual pre- 
mium five year endowment, are being 
discontinued immediately. Under the 
new annuity rates $1,000 consideration 
for single premium life annuity without 
refund on males provides at age 60 an- 
nual income of $79.43; with instalment 
refund, $65.83; with cash refund, $63.37. 

The rates for the cash refund an- 
nuity are now the same as those used 
by many other companies; rates for life 
annuities and installment refund annu- 
ities are slightly higher than the latest 


standard used by those companies. The 
new rates for males are: 
New Annuity Rates 
Cash 
Age Life Refund Refund 
$2,140 $2,177 
2,11 2,150 
2,083 2,122 
2,054 2,093 
2,024 2,065 
1,994 2,036 
1,964 2,007 
1,934 1,978 
1,903 1,948 
1,872 1,918 
1,841 1,888 
1,810 1,858 
1,778 1,827 
1,746 1,797 
1,714 1,76 
1,682 1,735 
1,650 1,703 
1,617 1,673 
1,584 1,641 
1,552 1,610 
1,519 ,578 
1,486 1,547 
1,454 1,515 
1,421 1,484 
1,388 1,453 
1,356 1,421 
1,323 1,390 
1,291 1,360 
1,259 1,329 
1,227 1,297 
1,195 1,267 
1,163 1,237 
1,132 1,207 
1,101 pT ye § 
1,070 1,148 
1,040 ,119 
1,010 1,090 
980 1,063 
951 1,035 
922 ,007 
894 981 
867 955 
839 929 
812 903 
786 880 
761 858 








Prudential Dividends for 
1936 Are Cut 10 Percent 


Reduction of dividend scale for 1936 
was announced by President E. D. Duf- 
field of the Prudential. The cause, he 
said, was some further reduction in in- 
terest earnings and increased taxes. The 
reduction averages about 10 percent. 

“You will recognize,” President Duf- 
field stated in the bulletin to agents, 
“that our first consideration must be ab- 
solute security for every policyholder’s 
contract. The reduction in dividends 
is in line with the company’s conserva- 
tive policy.” 

Policyholder’s funds left on deposit 
will receive the guaranteed rate of in- 
terest in 1936, 


Annuity Rates Up 
The Kansas City Life will increase 
rates on all its annuity forms Jan. 1. 
The company has discontinued its “in- 
vestment annuity” contract. 











Mutual Life Reduces Scale 


Dividends for 1936 on Basis About 15 
Percent Below That in Use 
This Year 








A reduction in dividend scale for 1936 
of about 15 percent from the level for 
1935 is announced by the Mutual Life of 
New York. This, it is said, is due to re- 
duced return on investments. The divi- 
dend apportionment for next year will 
be approximately $23,900,000, or about 
85 percent of the sum set aside for divi- 
dends this year. 

The company reports 1935 operations 
indicate substantial mortality gains and 
unexpended margins for expense. The 
announcement stated: 

“Few of the nation’s business enter- 
prises have sought new funds, and then 
at abnormally low interest rates. Fur- 
thermore, corporations and the govern- 
ment are both having callable substantial 
amounts both of new and refunding is- 
sues carrying the lower rates. Further- 
more, there will be some decrease in in- 
terest earnings during the year because 
of a relatively normal amount of de- 
faults on some of the company’s hold- 
ings of corporation bonds and real es- 
tate bonds and mortgages.” 





New Aetna 3 Percent Rates 





Increase in Scale Is More Than Offset 
by Larger Dividends and 
Cash Values 





Rates for the 3 percent participating 
policies of the Aetna Life in effect Jan. 
1 are announced. An increase in pre- 
mium results, but this is more than off- 
set by increases in dividends and cash 
values. There is slightly increased net 
payment but lower cost if surrender 
values are considered. 

A new dividend schedule for 3% per- 
cent policies will be effective in 1936. 
This scale shows increases where mor- 
tality savings are predominant and de- 
creases where interest is the major 
factor. Dividends on premium-paying 
policies generally will show increase for 
durations up to 20 years. Interest on 
funds left with the company will be 3% 
percent for 1936. The new 3 percent 





“Coditis” Seems Now 


to Be an Epidemic 





NEW YORK, Dec. 5.—One of 
the speakers at the annual meet- 
ing of the Insurance Federation of 
America remarked that it was ap- 
parent after conversing with a 
number of insurance commission- 
ers who were here to attend their 
gathering this week that many of 
them seem to feel that it is highly 
necessary to draft insurance codes 
for their states. Others declared 
that this “coditis” disease has de- 
veloped into an epidemic. Some of 
the insurance men feel that while 
a codification and modernization 
of insurance laws would be advan- 
tageous if the process could be 
acomplished in a reasonable way, 
yet the consensus of opinion was 
that there is always danger in at- 


tempting to “monkey with the 
buzz saw” because any such 


movement may get out of control 
of the sponsors. 

















participating rates on a number of 
popular forms, per $1,000 are: 

Insur. with 

Life Income Fam. 


Ord. 20 20Yr. Male Inc. 

Age Life Pay. End. at60 at65 20 Yr. 
20.. $18.40 $28.21 $48.06 $28.81 $23.87 $21.77 
21.. 18.78 28.64 48.13 29.74 24.53 22.20 
22 19.17 29.06 48.22 30.74 25.23 22.64 
23 19.59 29.52 48.30 31.80 25.98 23.11 
24 20.03 29.98 48.39 32.92 26.76 23.60 
25 20.48 30.46 48.50 34.11 27.58 24.10 
26 20.97 30.96 48.60 35.39 28.47 24.65 
27 21.48 31.49 48.71 36.74 29.40 25.24 
28 22.01 32.03 48.85 38.21 30.39 25.86 
29 22.56 32.58 48.97 39.76 31.43 26.52 
30 23.14 338.17 49.12 41.43 32.55 27.23 
31 23.77 33.77 49.28 43.22 33.74 28.01 
32 24.41 34.39 49.45 45.14 35.01 28.83 
33 25.09 35.05 49.64 47.22 36.37 29.72 
34 25.81 35.73 49.85 49.48 37.82 30.68 
35 26.57 36.44 50.08 51.92 39.38 31.71 
36 27.37 37.18 50.32 54.57 41.05 32.81 
37 28.22 37.96 50.59 57.47 42.85 34.00 
38 29.12 38.78 50.91 60.65 44.80 35.29 
39 30.06 39.61 51.23 64.12 46.88 36.67 
40 31.07 40.51 51.62 67.96 49.16 38.18 
41 $2.13 41.45 52.03 72.22 51.63 39.79 
42 33.26 42.43 52.50 76.95 54.33 41.52 
43 34.46 43.47 53.01 82.26 57.29 43.38 
4g 35.74 44.58 53.59 88.23 60.52 45.38 
45 37.10 45.74 54.23 95.01 64.09 47.53 
46 38.53 46.96 54.93102.77 68.02 49.83 
47 40.06 48.27 55.72111.74 72.42 52.32 
48 41.70 49.66 56.61 122.16 77.31 55.02 
49 43.45 51.14 57.59134.49 82.83 57.93 
50 45.30 52.71 58.66 149.30 89.08 61.06 
51 47.27 54.39 59.84 96.20 64.42 
52 49.36 56.17 61.16 104.38 68.03 
53 51.60 58.07 62.61 - 113.89 71.92 
54 53.99 60.11 64.2 25.08 76.11 
55 56.53 62.29 65.97 138.47 80.61 
56 59.26 64.64 67.92 o2.0.9. Cased 
57 62.16 67.15 70.04 oe 90.69 
58 65.26 69.85 72.40 96.32 
59 68.58 72.77 74.96 102.41, 
60 72.13 75.90 77.78 108.99 
61 Loh SP er aes wee 
62 79.99 see 
63 84.33 sues 
64 89.00 ee . 
65 93.98 aie 
66 99.34 ater 
67.. 105.09 aoe ° 
68.. 111.23 Aer 
69.. 117.82 ate 
70.. 124.88 ; avai 

The dividend scale at quinquennial 


ages on ordinary life, 20-pay life and 
20 year endowment is: 
Ordinary Life 
End Policy Year 
10th 





Age 1st 5th 0 15th 20th 
20 $ 3.95 $ 4.25 $ 4.68 $ 5.18 $ 5.75 
4.13 4.49 5.01 5.61 6.29 
4.36 4.80 5.43 6.14 6.95 
4.66 5.20 5.96 6.81 7.74 
5.06 5.72 6.64 17.68 8.68 
5.58 6.89 7.48 8.62 9.77 
6.29 7.27 8.54 9.82 11.04 
7.26 8.42 9.87 11.27 12.53 
8.62 9.98 11.61 13.09 14.44 
10.51 12.07 13.85 15.47 16.96 
13.20 14.95 16.95 18.80 20.46 
20 Payment Life 
a as 4.10 4.78 5.78 6.96 8.38 
sar 4.28 5.03 6.13 7.43 8.98 
a 4.52 5.35 6.56 8.00 9.70 
ee re 4.81 5.73 7.07 8.65 10.50 
oe 5.20 6.23 Kya 9.42 11.42 
Re at 5.71 6.86 8.48 10.32 12.46 
ae 6.41 7.68 9.42 11.86 13.64 
ae 7.35 8.74 10.59 12.58 15.00 
sa 3:44 sve 8.68 10.19 12.11 14.10 16.67 
20 Year Endowment 
Sa ers 4.40 5.85 8.00 10.58 13.70 
ii si34% 4.56 6.02 8.16 0.74 13.86 
Se 4.75 6.21 8.35 10.93 14.05 
Bescs 6s « 5.02 6.48 8.62 11.19 14.31 
oS 387 §=©6.84 8.98 11.53 14.65 
_ aa 5.84 7.33 9.46 11.97 15.10 
| SSPE 6.49 8.00 10.12 12.58 15.72 
ERE 7.40 8.94 11.04 13.42 16.57 
eee -70 10.80 12.35 14.61 17.78 
9 e e 
John Hancock’s Dividends 


for 1936 Are Unchanged 


The John Hancock Mutual Life will 
continue its present dividend scale for 
1936, with the exception of retirement 
annuities. Interest on dividends left on 
deposit will be cut to 3% percent for 
1936, while for funds held under settle- 
ment options the maximum rate of in- 
terest will be 334 percent. 





Writes Combination Contract 


A tabulation published recently in 
Tue NATIONAL UNDERWRITER of com- 
panies writing the combination single 
premium life and annuity contract, 
through an oversight did not include the 
Lincoln National Life, which is promi- 
nent in this field and still writing the 
contract. 


State Mutual Retains Scale 


The State Mutual’s 1936 dividerids 
will be on the same basis as used for 








1934 and 1935. The same scale was 
used from 1928 to 1932, but in 1933 and 
1934 reductions were made _ which 
brought the present schedule to ap. 
proximately two-thirds of the old one, 
During 1936, proceeds left with the 
company on a non-withdrawable basis 
will receive 3.75 percent interest and 
withdrawable funds and dividend ac. 
cumulations 3.5 percent. 


C. G. Bethea Unit Head 


Charles G. Bethea has been promoted 
to unit manager in Atlanta for the 
Penn Mutual. He will organize a unit 
of young men to sell life insurance in 
Atlanta. After graduating from Emory 
University, Mr. Bethea engaged in re- 
search work until he joined the Atlanta 
office of the Penn Mutual two years 
ago. 


Unusual Cover Is Renewed 


The city of Tulsa has renewed a con- 
tract with the Great Northern Life of 
Chicago for individual accident policies 
on city employes taking the place of 
workmen’s compensation insurance. The 
plan has been in force a year. The 
policies provide coverage very similar 
to compensation, protecting against loss 
of life, members and time, but not cov- 
ering hospital, medical and_ surgical 
treatment. This service, however, was 
provided by the Great Northern by en- 
ploying a physician to give free treat- 
ment. Amounts of the individual poli- 
cies vary, depending upon wage. The 
city pays the premiums. 


Right of Metropolitan Upheld 
The United States Supreme Court has 





| for the second time, refused to review 


a decision of the seventh circuit court of 
appeals upholding the right of the 
Metropolitan Life to make loans on 
Illinois real estate even though its li- 
cense in that state did not specifically 
carry such permission. The suit in- 
volved mortgages held by the company 
on the Drake Hotel, Chicago, and its 
activities in the reorganization of that 
business. 


Now Cooperative Life 
COLUMBUS, O., Dec. 5.—Directors 
of the Life of America, recently pur- 
chased by the Farm Bureau, have 
changed its name to the Cooperative 





Life. C. S. Younger, former Ohio in- 
surance superintendent, continues 4s 
president. 





Ramsey Entertains Winners 


H. B. Ramsey, in charge of the Ne- 
braska district agency for Prudential, 
and his 10 agents who lost in the Octo- 
ber contest between Nebraska and lowa 
districts, entertained the winners from 
Iowa, who numbered nine agents at 4 
dinner in Omaha. 


Investment Problems Viewed 


NEENAH, WIS., Dec. 5. — The 
Fox River Valley Life Insurance Club, 
composed of home office employes of 
the Wisconsin National Life of Osh- 
kosh, the Aid Association for Lutherans 
of Appleton, and the Equitable Reserve 
of Neenah, held its monthly meeting 
here. Following dinner there was a dis- 
cussion of interest returns, investment 
policies, and interest bases for calculat- 
ing rates and reserves. The discussion 
was led by John Tolverson, Equitable 
Reserve, and Allen Eastlack, Wisconsin 
National Life. 





Morrison with Laclede Agency 


W. K. Morrison, Jr., has been ap 
pointed manager of the life department 
of the Laclede Insurance Agency of St 
Louis. 





Metropolitan Instructor Dies 
ST. LOUIS, Dec. 5.—D. Reuben 


Read, instructor for the educational di 


vision of the Metropolitan Life, died at 
the hospital here, following an opefa- 
tion for appendicitis. He was 50 yeafs 
old. 
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World Correspondence Told 


E. W. Owen Finds Life Associations 
Prosper Only in United States 
and Canada 


DETROIT, Dec. 5.—The United 
tates and Canada seem to be the only 
countries in the world in which life un- 
derwriters’ organizations are prospering, 
E. W. Owen, Sun Life manager, De- 
troit, and chairman international coun- 
cil committee Nationa! association, has 
found in correspondence with life man- 
agers throughout the world. 

A movement is on foot to organize 
a national life underwriters’ association 
in Sweden. Organization of life under- 
writers in England has never been 
looked on favorably by the companies. 
An association is now being organized 
in Cape Town, Union of South Africa. 

Chaotic conditions in Mexico have 
prevented the functioning of such an 
organization, while Cuba’s attempts to 
oust foreign companies from operation 
in the republic and the unsettled politi- 
cal situation have combined to discour- 
age organization of the life interests 
there. 

Puerto Rico has considered such a 
move but there seems little chance of 
its being effected. Jamaica, in the Brit- 
ish West Indies, has a struggling asso- 


ciation. 
a 


Robinson Speaks in Texas 


C. C. Robinson, editor of “The In- 
surance Salesman,” is making a tour of 
Texas associations, delivering an ad- 
dress on “Prospecting.” From Dec. 3- 
10 he will visit associations at Beau- 
mont, Port Arthur, Houston, Galveston, 
San Antonio, Austin, Temple, Waco, 
Fort Worth and Dallas and, on his re- 
turn trip to Indianapolis, will speak be- 
fore the Nashville, Tenn., association 
Dec. 13. 

es Sh 
Columbus, 0.—The theme of the an- 


nual seminar was “Our Problems in 
1936.” President H. S. Stephan, presi- 
dent, presided. A playlet, “What! No 


Compass?” was presented by W. P. Stagg 
and A. E. Weidner. E. A. Starr, O. B. 
Carlin and R. K. Zimmer presided at 
three group meetings at which W. R. 
Lawrence, Jr., discussed “Extreme Sell- 
ing,” C. K. Eckert “Selective Prospect- 
ing,” and S. K. Cofman, “Planned Pres- 
entations.” J. K. Boardman was gen- 
eral chairman and R. C. Gauch presented 
results of a two-month membership cam- 
paign. 
* * x 
California—The first meeting to be 
Presented by the caravan of speakers 
from San Francisco will be held in 
Stockton, Dec. 6 with E. A. Kelloway, 
general agent State Mutual Life, as 
chairman. Others who will participate 
in the program will be Paul Webber, 
Lincoln National Life, who will discuss 
Prospecting”; Nels J. Nelson, Reliance 
Life on “Quality Business”; F. J. Van 
Stralen, Massachusetts Life, “Closing”; 
J. M. Hamill, Equitable of New York, 
president San Francisco Association, 
Building Prestige”; and M. R. Nyman, 
Occidental Life, “Tuning in with Oppor- 
tunity.” A similar meeting will be held 
Dec. 7 in Sacramento 
After the first of the year the San 
Francisco group plans to present pro- 
grams in San Jose, Fresno, Santa Rosa, 
Salinas and other cities in northern 
California, 
* * * 


Cedar Rapids—Commissioner Murphy 
of Iowa is to be the speaker Tuesday 
noon. Members of nearby associations 
have been invited to attend. 


* * * 


Let tshington, D. C.—C. O. Fischer, St. 
ouis general agent Massachusetts Mu- 
tual Life, spoke. 
* ¢ * 

? Colorado—A Christmas party in the 
ae of a dance and bridge party will be 
= in Denver on Dec. 27. The sales 
: ngress committee has already engaged 
tod Prominent New York and Chicago 
> rate and is considering a fifth, for 

€ sales congress Feb. 21 or 28. At the 





next regular meeting in January Delos 
Walker, associate editor “Liberty” mag- 
azine, will talk on “Recovery.” 

* * x* 

Hartford—President L, O. Schriver of 
'the National Association of Life Under- 
writers addressed the Hartford associa- 
tion Monday evening. 

* * x* 

Freeport, Ill—Several state leaders 
will meet here Dec. 12 to help organize 
an association. Among these will be J. 
M. McLenaghan, president Illinois asso- 
ciation, Elgin; C. F. Axelson, Chicago, 
immediate past president; J. H. Wilson, 
Peoria, past president, and A. E. Patter- 
son, general agent Penn Mutual, Chi- 
cago, who will give brief talks. 


* * * 
Cleveland—J. M. Gantz, Cincinnati gen- 


eral agent Pacific Mutual Life, will 
speak Dec. 13 on “Observations of a 
Salesman Who Lets Them Buy.” 

* * * 


Northern New Jersey—At a luncheon- 
meeting in Newark Dec. 9 “Taxation as 
it Effects Life Insurance” will be dis- 
cussed by Leslie G. McDouall, associate 
trust officer of the Fidelity Union Trust 
Company of New Jersey, and F. L. Mor- 
ton of New York City. 

* * xX 

Indianapolis—The first meeting of the 
life insurance service clinic is being held 
this week with President J. L. Rainey 
leading the discussion on “Our Present 
Problem.” / 

* * * 

Kalamazoo, Mich.—E. R. Young, Jack- 
son agent who started his career here 
34 years ago, returned to speak. He 





gave the essentials for success as 
sincerity, loyalty, and proper prepara- 
tion. W. R. Bryant, general agent 


Northwestern Mutual and local presi- 
dent, said there would be a joint meet- 
ing Jan. 13 with Battle Creek agents at 
Kellogg Inn, Battle Creek. The speaker 
will be Delos Walker, associate editor 
“Liberty.” 

* * * 

Lynchburg, Va.—E. L. Ayres, district 
manager Mutual Life of New York, heads 
the newly formed Lynchburg association. 
Other officers are: C. L. McPherson, first 
vice-president; Schlater Brown, second 
vice-president; Raine Syndor, secretary; 
and J. E. Frayser, treasurer. The asso- 
ciation, launched with the assistance of 
Wilson M. Brooks, president Virginia as- 
sociation, starts off with a membership 
of 27. 

*x* * * 

North Dakota—Harold Cummings, 
vice-president and superintendent of 
agencies Minnesota Mutual Life, spoke 
at a dinner in Fargo. 

* * * 

Norfolk, Va—W. H. Harrison; vice- 
president Atlantic Life, spoke on the 
social security act. W. M. Brooks, presi- 
dent state association, stressed the ad- 
vantages of membership. 

* * * 

Burlington, Ia.—J. H. Wilson, Peoria, 
Ill., former president of the Peoria and 
Illinois associations, spoke at a south- 
eastern Iowa association meeting. Vash 
Young will address the next meeting. 

* * * 

Sioux City, Ia.—A. L. Littig, agency 
supervisor National Life of Vermont, 
Davenport, spoke on “Fundamentals of 
Life Underwriting.” 

* * * 

Seattle, Wash.—Earl W. Zinn, general 
agent Northwestern National, has been 
named president. Other officers are W. 
E. Sander and J. S. Bruce, vice-presi- 
dents; Mrs. Amy Reed, secretary; E. R. 
Wood, treasurer, and Lloyd Roberts, 
trustee. 





kk * 


Little Rock—J. G. Pipkin, Arkansas 
Welfare Commission, spoke on the social 
security act. Paul Atkinson, president, 
presided. 

* * * 


Santa Barbara-Ventura, Cal.—H. G. 
Saul, general agent John Hancock Mu- 
tual, president Los Angeles association, 
presided as toastmaster, speaking briefly 
in regard to the interest taken by his 
association in all other California local 
groups. A -sales demonstration was 
staged by G. L. Fisher and C. P. Brady, 
Equitable of New York, Los Angeles. H. 
R. Van Cleve, Massachusetts Mutual, Los 
Angeles, outlined his sales plan. Jos. 


Charleville, managing director Los An- 
geles association, gave his chart talk. 
Kellogg Van Winkle, manager Equitable 
Life of New York, Los Angeles, presi- 
dent California association, directed at- 
tention to the results achieved through- 
out the state in developing local associa- 
tions. 
*x* * * 

Central California—A sales congress 
was held in Fresno, there being 150 
present from the San Joaquin valley, L. 
C. Tallman, president of ‘the Central 
California body, presided. George 
Michaels, Fresno manager Metropolitan 
Life, demonstrated his Vismatic ma- 
chine bringing out the mechanics of 
selling a policy and prospecting. George 
Driggs, New York Life at San Jose, gave 
a talk on the proper use of time. Charles 
Brady and George Fisher, Equitable Life 
of New York, put on a sales demonstra- 
tion. Kellogg Van Winkle, manager 
Equitable Life of New York at Los 
Angeles and president of the California 
association, gave a talk. Dana Beardslee 
of San Francisco, head of the publica- 
tion division of the Metropolitan Life, 
outlined the relationship between the 
advertising and agency departments of 
the companies. Walter Gastil, Connecti- 
cut general manager at Los Angeles, 
stressed the necessity of maintained in- 
come. 


Dream of Peter Brown 


_“The Dream of Peter Brown” is the 
title of an attractively composed book- 
let by Walter Cluff, educational director 








of the Kansas City Life. By tracing the 
life of an. assured, Mr. Cluff undertakes 
to personify the insurance policies that 
he owns. Mr. Cluff suggests the proper 
insurance program for Peter Brown, the 
assured, at various stages of his devel- 
opment and then he causes Peter 
Brown to dream one evening of death 
and old age, at first of their horrors 
and then as relieved by the realization 
that the insurance policies provide that 
no hardship will be worked upon those 
whom he leaves. : 

The booklet is written with a poetical 
and lyrical touch and it has much in- 
spirational value. 


Bank Turns to Insurance 


NEWARK, Dec. 5—The Howard 
Savings Institution of Newark has es- 
tablished a retirement plan for officers 
and employes with the Prudential. 


Insurance Men Nominated 


C. H. Morrill of the W. H. Mark- 
bam & Company general agency, and 
W. T. Nardin,’ vice-president Pet Milk 
Company and one time president Mis- 
souri State Life, are among nominees 
for election to the executive committee 
of the St. Louis chamber of commerce. 


‘Among nominees for the board is W. 


H. Head, president General American 
Life. 











business. 


right man. 





The Man 
We Seek - - - 


- - - is an established per- 
sonal producer, ambitious to 
have an agency of his own. 
He lives preferably in Vir- 


ginia, North Carolina, Ken- 
tucky or Il]linois. 


The Company that wants to 
hear from this man has 
over one hundred millions of 
high-grade participating 
It is famous for 
fair-dealing with both policy- 
holdersand representatives. 
It is prepared to back the 
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Life Insurance’s 
Stewardship Topic 


(CONTINUED FROM PAGE 1) 


Life insurance is largely in the hands 
of persons of moderate means, he said, 
as the average policy is about $1,600. 
However, even where the income pro- 
vider is insured for a small amount, the 
family dwells in a realm infinitely far 
more removed than that of the family 
which, lacking this assurance of secur- 
ity, is faced with the problem requiring 
public or private charity in case of the 
death of its head. 

Again Over 100 Billions 


Mr. Nollen said insurance in force this 
year will again pass the $100,000,000,000 
mark with $101,000,000,000 in force, bas- 
ing this figure on the ten months figure 
for 204 companies with 98 percent of the 
total business in force. 

“There is yet another phase of this 
stewardship we may consider—the char- 
acter and method of the organization 
which performs so great a task. The 
distribution of vast sums involves a 
multitude of transactions of which it is 
difficult to grasp the import.” We must 
praise the efficiency of such stewardship, 
he declared. 

“The financial stability of life insurance 
during recent years of economic tribula- 
tion was the result of the steady develop- 
ment and constant application over long 
decades of the soundest possible princi- 
ples of company operation,” he asserted. 

Security of the principal is a prime 
consideration and speculative factors are 
shunned. There must be a proper bal- 
ance in availability of investments with 
regard to the timely meeting of all obli- 
gations to policyholders and beneficiaries. 
These obligations are not elastic, but 
must be promptly met in full when due. 
In this regard the companies have also 
made a notable record in spite of the 
most trying days of economic stress. 
This will continue to be a basic function 
in life insurance stewardship. 





Part in National Life 


“In addition to this readiness to meet 
obligations, a wise policy of investment 
of funds is required to insure safety of 
principal while realizing sufficient earn- 
ings for meeting future contractual ob- 
ligations. This responsibility of stew- 
ardship becomes more exacting as eco- 
nomic conditions change and calls for 
good judgment and foresight. The 
soundness of the business as a whole is 
proof that its executives have faithfully 
functioned as wise stewards in guarding 
the interests of policyholders and bene- 
ficiaries. Its reward is manifest in 
growing public confidence in the security 
which the institution affords. 

“An important function of stewardship 
lies in its contact with the public. The 
agent is constantly alert to present the 
case of life insurance upon its own merits 
and to meet any misapprehensions about 
facts and to impress upon the public 
mind, confused by other factors, what 
life insurance is and what it does. He 
is available to give wise counsel to 
policyholders and to their dependents 
at times when perplexing problems must 
be met. 

“We have a tested institution, the 
value of which has been demonstrated 
by a century of experience during which 
it has successfully helped millions to 
achieve independently a degree of se- 
curity. Therefore it has become a syno- 
nym for safety and fidelity of perform- 
ance and is enjoying, as perhaps never 
before, the faith and confidence of the 
American people. 

“Our responsibility as executives is to 
conduct an institution of great influence 
for the welfare of humanity. . As our na- 
tion emerges from dark days of uncer- 
tainty into a new period of progress, ‘it 
will be our privilege to share in the task 
of making the future of our citizenry 
more secure against adversity. We may, 
therefore, look forward with renewed 
confidence and high aspiration toward 
extending the usefulness of life insurance 
as an important instrumentality for in- 
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N. Y. Is Insurance Mecca This Week 


FROM PAGE 1) 





Trustees of the National Association 
of Life Underwriters held a special 
meeting at the Waldorf-Astoria 
Wednesday. Fourteen of the 17 trus- 
tees were present. : 

With the introduction of the chair- 
man, Henry S. Nollen, president of the 
Equitable Life of Iowa, by Manager V. 
P. Whitsitt, the Life Presidents’ Asso- 
ciation opened its proceedings Thursday 
morning. The reception committee 1s 
composed of 36 company presidents, in- 
cluding Chairman Chandler Bullock, 
president of the State Mutual Life, and 
Vice-Chairman Leighton McCarthy, 
president of the Canada Life. 


Greetings Are Heard 


Greetings were brought on behalf of 
their respective organizations by Presi- 
dent Gerard S. Nollen of the Bankers 
Life of Iowa, president of the American 
Life Convention, and brother of the 
Presidents’ Association’s general chair- 
man; L. O. Schriver, general agent of 
the Aetna Life at Peoria, IIl., president 
of the National association of Life Un- 
derwriters; and A. H. Beaton, president, 
National Life of Toronto, president of 
the Canadian Life Officers Association. 

President Harold W. Dodds of 
Princeton University, scheduled to ad- 
dress the Friday session, is unable to 
be present as he has been called to 
Cuba in a special advisory capacity to 
the government there. 

The executive committee of the 
American Life Convention met in New 
York Thursday, all members attending 
except F. V. Keesling, vice-president 
and general counsel West Coast Life. 
Gerard S. Nollen, head of the Bankers 
Life, Deg Moines, and president of the 
convention, with Col. C. B. Robbins, 
manager and general counsel, were 
present. A number of past presidents 
also were present. 





MOORE GIVES TALK 











William Henry Moore, M. P., of 

Pickering, Ont., brought greetings from 
Canada, his subject being, “Between 
Two Worlds.” He touched on planned 
economy, asking why there is unrest 
over “money power.” Mr. Moore pro- 
posed, “Is the demand for social con- 
trol the desire of the thriftless to se- 
cure, through poltiical action, the benefit 
of the savings of their thriftier neigh- 
bors?” He ascribed most of the unrest to 
fear of the power of concentrated mil- 
lions of money, and the belief that cap- 
ital, when it becomes massed, is reluct- 
ant to compete for what it gets. 
Mr. Moore asked why companies al- 
ways stress size. Surely, he said, the 
insured have no further sense of secur- 
ity from being told every year that the 
company is still bigger. Even the lim- 
ited power of a single corporation over 
hundreds of millions “is a cause of pub- 
lic unrest.” oe 
The best insurance of social security 
is a return to more “sizable” economic 
units. He stated that he felt that we 
are on the way to securing the restora- 
tion of normal size, and active competi- 
tion, by natural forces. 

“The United States,” he said, “is great 
in its industrial maturity; Canada is 
great in its industrial opportunity.” 


Governor McAlister Speaks 


If government demands of insurance 
companies economical, efficient admin- 
istration and safeguarding of policyhold- 
er’s funds, Governor Hill McAlister of 
Tennessee stated in his address on 
“Budget Balancing and Taxation in 
Tennessee,” so have these companies a 
right to expect of government a stew- 
ardship of the same high caliber. 

“The blight of dishonesty or ineffi- 
ciency in government is more promptly 
felt by you than perhaps with any other 
business class; its credit, its ability and 





suring a wholesome national life.” 


willingness to pay its debts is imme- 


diately affected. The world-wide crit- 
ical problem in government today is 
how it may be conducted without laying 
upon future generations the cast of its 
functions that should be provided at this 
time.” 

Governor McAlister said problems 
that it seemed never could develop so 
greatly are here and all acute, such as 
unbalanced governmental budgets, sharp 
recession of long stable revenues, at- 
tempts to develop new sources of rec- 
enue overnight, quick contraction of 
government functions developed over 
a long time; the newly realized obliga- 
tion to furnish bare necessities of living 
to the citizens and to provide social se- 
curity for millions. The problem of the 
unbalanced budget, he said, embraces 
all the rest and is acute practically 
everywhere. Reduction of govern- 
mental cost was the method chosen in 
Tennessee. Even drastic cuts proved 
insufficient to balance; a 50 percent re- 
duction should have been made. Gov- 
ernor McAlister said he could see no 
salvation for states and cities unless 
budgets are balanced. 





PLEA FOR SOUND MONEY | 











A plea for sound money and govern- 
mental economy was voiced by Presi- 
dent P. A. Benson, Dime Savings Bank, 
Brooklyn. 

“T have little sympathy with the idea 
that economic distress can be cured by 
changes in the monetary unit or by 
creating additional supplies of fiat 
money,” said Mr. Benson. “I say this 
not because I am opposed to changes 
when changes are necessary but because 
I feel sure that those who will suffer 
most from inflation or from debasing 
the currency are those who through self- 
denial and thrift have provided the 
funds necessary for the economic de- 
velopment of the country. 

“The burden of federal, jstate and 
local expenses is bearing heavily upon 
all and its tendency is to take not only a 
portion of income but to confiscate ac- 
cumulated wealth as well. We have 
seen little repudiation of debt in this 
country, but every evidence, slight as it 
is, is a threat to savings.” 


Touches on Railroads 


Mr. Benson, who is president of the 
recently reorganized Security owners’ 
Association, stressed the importance of 
Railroads being permitted to earn a 
fair return. 

“Railroads’ gross earnings are limited 
by the amount of freight and passengers 
they can carry and the rates they can 
charge for the service,” he pointed out, 
“but there seems to be no limit to the 
expenses that can be put upon. them, 
and some legislation has had the effect 
of increasing the cost of operation with- 
out a compensating provision for rev- 
enues to meet the added burden. 

“The fact that institutional investors, 
largely representing savings, own such 
a large stake in our railroads is not 
always recognized. Legislators have 
often passed laws affecting them with- 
out regard to the fact that their securi- 
ties represent the investment of trust 
funds. Of course, the operation of the 
industry has not been blameless. There 
has been excessive competition. and a 
lack of cooperation and coordination. To 
meet changes in the method of trans- 
portation and other economic conditions 
railways must be permitted to earn 
enough to pay off their debts within 
reasonable periods of time. This should 
be done notwithstanding current re- 
placements of depreciated and obsolete 
equipment. 

Mr. Benson emphasized the desira- 
bility of amortized mortgages, saying 
that every home owner who borrows on 
his home should do so only under a 





plan that will assure ultimate extin- 
guishing of the debt, while the principle 


——S= 


of amortizing mortgages out of earn. 
ings should be applied to apartment 
buildngs and other income propertes, 

U. S. Senator A. Harry Moore of 
New Jersey, former governor of that 
state, will appear on the program in 
place of President Harold Willis Dodds 
of Princeton, who missed an airplane 
connection. 


Next Meeting Will 
Be at St. Paul 


(CONTINUED FROM PAGE 1) 


the auspices of the examination com. 
mittee. 

There was a large attendance of com- 
missioners and camp followers in view 
of the uncertainty as to what might be 
done on the subject of taxes and exam- 
inations. Many arrived Sunday, and 
Monday found almost all on the ground, 


Sharp Division Found 








On Tuesday afternoon the committee 
on examinations held an executive ses- 
sion to which were invited all the state 
officials which meant practically the en- 
tire body. There is a sharp issue be- 
tween some of the eastern states like 
New York, Massachusetts and Connec- 
ticut which house a number of com- 
panies and some of the other states 
that desire to see a change made in the 
examination system. Under the pres- 
ent plan a commissioner is held respon- 
sible for his own companies and makes 
examinations according to law or de- 
partmental ruling. If a commissioner is 
dissatisfied with the report made ona 
company from -another state he must 
appeal to the examinations committee 
for a convention examination, giving his 
reasons for such. If approved the com- 
mittee gives the assignment, naming 
usually the home department as one of 
the participants if it will serve. 

States with a number of head offices 
within their boundaries possess a well 
equipped examining force. The argu- 
ment is made that other states should 
participate in the examination of all 
companies operating in three or more 
states. The proposal, therefore, is to 
make all examinations under the au- 
spices of the committee on examina- 
tions, it making the assignment of states 
to the work. 


Political Movement Seen 


The opponents of this plan declare 
that this is merely a political movement 
to create jobs for people in states that 
do not possess many companies. The 
point is made that such’ states are not 
equipped to make examinations and that 
the plan will add greatly to the expense 
of companies. 





EXAMINATION METHODS 











A provision in the revised by-laws 
pertaining to the duties of the commit- 
tee on examinations outlines the present 
method, stating that if three states peti- 
tion for convention examination, the 
chairman must contact with the home 
department and get its consent. If the 
home department does not agree then 
the matter must go before the entire 
committee for a hearing. The convention 
therefore must decide which course it 
will take. At present New York for ex- 
ample, does not examine any companies 
but its own and if the new plan ha 
been adopted it would not have co- 
operated, so the report goes. 


Allocation of Taxes 


Another subject that came before the 
committee was the allocation for taxes 
applying chiefly to large floater or syt- 
dicate policies of fire companies. The 
Cotton Insurance Association, for ex- 
ample, writes most of the cotton in 
the southern states. Some of the com- 
panies in the pool are not licensed in 
certain states. In allocating taxes the 


companies allow the percentage of taxes 
to follow the percentage of cotton pro- 





duction in each state. 


Where, however, 
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a company is not licensed in a state, that 
state does not receive the tax that has 
been set aside by the unlicensed com- 
pany. This is the issue over this syndi- 
cate business. The states demand that 
they receive their share of taxes from 
companies in the syndicate whether they 
are licensed or not. 

Merkle & Martin of this city have 
been going over the books of companies 
to check up on their taxes. Mr. Martin 
has been used as a temporary examiner 
by the New York department. Their 
plan has been to go to the governor of 
the state, tell him that they could de- 
yelop taxes that should be paid to his 
state amounting to a comparatively 
large sum. The commissioner under 
such circumstances could do nothing 
else than provide for the check. A con- 
tract was entered into with this firm 
whereby each examiner is paid $25 a 
day for all the states participating and 
his expenses when working outside of 
New York City. There has been noth- 
ing found reflecting on companies show- 
ing that they deliberately withheld taxes. 
The whole matter hinges on proper 
allocation. 





TAX RAIDS EXPOSURE 











A sub-committee of Tobin of Tennes- 
see, Bowles of Virginia, and Julian of 
Alabama, recommended that in case of 
tax audits no company should be 
charged with that expense unless a de- 
linquency was discovered. It was stated 
that unless a curb were placed on these 
tax examinations companies would be 
exposed to raids unwarranted. It was 
declared that in the regular examina- 
tions of companies, departments could 
be notified of the amount of premiums 
from each state and the amount of tax 
paid. Undoubtedly this agitation regard- 
ing taxes will have a salutary effect in 
that companies will be more particular 
in allocating tax payments. 

Following the meeting of the exam- 
ination committee with all the other of- 
ficials present, the committee itself went 
into executive session and adjourned 
until Wednesday morning for another 
executive session, as it could not agree 
on a report. 

The convention proper started Tues- 
day morning with President W. A. Sul- 
livan of Washington in the chair. Jess 
G. Read of Oklahoma, secretary, after 
roll call announced that 28 states and 
Ontario responded. Later Commissioner 
Marshall of the District of Columbia ar- 
rived. President Sullivan introduced 
three commissioners attending their first 
meeting, De Celles of Massachusetts, 
Smrha of Nebraska and Cummings of 
Rhode Island. H. S. McNairn, the new 
Ontario superintendent, was presented. 
It was announced that Palmer of Iili- 
nois had been appointed chairman of 
the fire insurance committee. 


Metropolitan Life Invitation 


C. G. Taylor, Jr., vice-president Met- 
ropolitan Life, extended an invitation 
to all present to attend the lunch- 
eon Tuesday noon, given by the com- 
pany executives of New York City. 

J. A. Hartigan, inspector of agencies 
of the Equitable Life of New York, an- 
nounced his company would tender a 
luncheon Wednesday noon. Secretary 
Read transmitted an invitation from 
President Wilfred Kurth of the Home 
of New York to be present at a buffet 
supper at its head office Tuesday eve- 
ning when ancient fire marks and other 
historical pieces would be exhibited. 
Pink of New York reported for the com- 
mittee on valuations and the report was 
adopted. He alsc gave a report from 
the executive committee. 

Ray Murphy, insurance commissioner 
of Iowa, who is on a year’s leave of ab- 
sence, during which time he is serving 
as national commander of the American 

€gion, was present and was escorted to 
the platform by Holmes of Utah and 
Boney of North Carolina, both Legion- 
naires. Mr. Murphy devoted his talk to 
a justification of the position of the Le- 
gion in demanding that a cash bonus be 
Paid. He declared that this sum can 


safely be paid without affecting the na- 
tion’s credit. He asserted that these 
men constitute the great insurance pol- 
icy of America. They have contributed 
to its stability and he said insurance de- 
pends on stability. He stated that there 
is nothing in the Legion’s program that 
will not make America safer and better. 


Col. Dunham Is Heard 


Col. H. P. Dunham, who served as 
Connecticut commissioner for 12 years 
and is now vice president of the Amer- 
ican Surety, spoke briefly. He tendered 
a luncheon to a number of commission- 
ers at his head office Monday noon. 

At the luncheon Tuesday given by the 
New York City executives each table 
was marked by the name of a state. Its 
commissioner sat there as the guest of 
honor and to each table was assigned at 
least one New York City executive. 

At the close of the luncheon Superin- 
tendent Pink of New York extended 
greetings and called on President T. I. 
Parkinson of the Equitable Life of New 
York to speak. Mr. Parkinson declared 
that state regulation had been a great 
help and in most cases had been intelli- 
gently done. He believes that state reg- 
ulation is far more successful and satis- 
factory than federal control would be. 
President Sullivan of the commission- 
ers’ body made proper response. 


Revised Constitution 


At the Seattle meeting it was voted to 
instruct the executive committee to 
bring in a draft of a revised constitution 
and by-laws. This was _ presented 
Wednesday. The committee recom- 
mended that the name of the organiza- 
tion be known as the National Associa- 
tion of Insurance Commissioners. The 
membership shall consist of the head of 
the insurance department or other offi- 
cial who by law is charged with the re- 
sponsibility of supervising the insurance 
business. Thus deputy commissioners 
like Gough of New Jersey and Justice 
of West Virginia would become mem- 
bers. No state shall have more than 
one vete. Under the proposed plan the 
office of second vice-president is abol- 
ished. The executive committee shall 
consist of eight members and the offi- 
cers ex-officio. The standing commit- 
tees shall consist of accident and health, 
blanks, examinations, casualty and 
surety, fire and marine, fraternal insur- 
ance, laws and legislation, life insurance, 
social security insurance, taxation, un- 
authorized insurance, valuation of se- 
curities, and workmen’s compensation. 
Fifteen members shall constitute a quo- 
rum. These are the main changes from 
the old constitution. 





LIQUIDATING COMPANIES 











Commissioner Blackall of Connecti- 
cut, chairman committee on liquidations, 
reported that his committee recom- 
mended the proposed uniform bill pre- 
pared by the special insurance commit- 
tee of the American Bar Association to 
provide equitable and economical pro- 
cedure in liquidating insurance com- 
panies. He urged all hands to endeavor 
to get it passed in the several states. 
O. R. Beckwith, Aetna Life; Lamar 
Hill, America Fore, and Allen Bay, gen- 
eral solicitor General American Life, are 
here representing the bar association. 


Fraternal Request Too Late 


Decision on a request by the frater- 
nals that the term “premiums” should 
supersede “assessments” and “contribu- 
tions” had to be deferred by the blanks 
committee of the Commissioners Con- 
vention, as the proposal was not re- 
ceived until! after the committee had fin- 
ished its work on blanks. The fra- 
ternals also asked the committee to au- 
thorize the combining of adult and ju- 
venile business. 

The revised constitution and by-laws 
were adopted at Wednesday’s session. 
Some of the changes are: Members 
of the Association of Superintendents of 
Insurance of the Provinces of Canada 
are made eligible to particpitate in all 
meetings without power to vote; definite 





provision is made for the calling of spe- 












THE 


PROVIDENT 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


CHATTANOOGA, TENNESSEE 
FOUNDED 1887 





or 


LIFE ¢e ACCIDENT ¢ HEALTH ¢ AND 
GROUP INSURANCE 


i a) 


W. C. Cartinhour 
Vice-President and Secretary 


Robert J. Maclellan 
President 














MUTUAL TRUST — 


LIFE INSURANCE 





“AS FAITH ~~ ASOLD FAITHFUL 


WE ARE NOW WELCOMING 
OUR FRIENDS AND POLICYHOLDERS ~ 
IN OUR NEW AND UP TO DATE a 
HOME OFFICE QUARTERS IN THE 


FIELD BUILDING 
135 SOUTH LA SALLE STREET 


The Center of Chicago’s Financial District 


PARTICIPATING INSURANCE FOR 
MEN, WOMEN AND CHILDREN 


FULL LEVEL PREMIUM af 
THREE PER CENT RESERVES Pl 





Nothing Better in Life Insurance 




















THE NATIONAL 


UNDERWRITER 


December 6, 1935 




















Keeping 
Pace 
with the 


Times! 


Our latest addition to 
Berkshire Life quick sell- 
ing policies — Berkshire 
Juvenile Insurance. 


Berkshire Juvenile pol- 
icies are not only thrift 
plans but thrift plans plus 
protection. 


Berkshire associates are 
fully equipped with all 
forms of juvenile contracts, 
including payor clause, 
and are enjoying increased 
sales with this popular plan 
of life insurance. 





“Ask Any Berkshire Agent” 


BERKSHIRE 


LIFE INSURANCE CO. 


INCORPORATED 185! 
FRED H. RHODES, President 


HOME OFFICE 
PITTSFIELD, MASS. 











cial meetings; the holding of an execu- 
tive session at each meeting is made 
optional instead of mandatory. 

Heretofore the association has func- 
tioned without a set of by-laws. The 
executive committee recommended that 
by-laws be adopted so as to set forth 
clearly the duties of officers and various 
committees. Special sections are de- 
voted to the duties of the executive 
committee on valuation of securities and 
committee on blanks. 

In addition a blanket section has been 
inserted to cover the general duties of 
standing and special committees. 


Duties of Committee 


The duties of the committee on exam- 
inations are: “The committee on exam- 
inations shall make arrangements for 
convention examinations of insurance 
companies and associations by represen- 
tatives of two or more states at the re- 
quest of the commissioner or other per- 
son in charge of the insurance depart- 
ment of the state in which the company 
or association to be examined is domi- 
ciled or at the request of three or more 


other members representing states in 
which such insurance company or asso- 
ciation is duly authorized to transact 
business provided, however, that no 
such examination requested by commis- 
sioners of states other than the state in 
which the company or association is 
domiciled shall be arranged unless the 
committee on examinations first obtains 
the consent of the commissioner of the 
company’s home state or in the event 
such consent is withheld the committee 
satisfies itself that the best interests of 
insurance supervision would be served 
by conducting such examination without 
such consent. In the selection of states 
to participate in convention examina- 
tions the committee shall, insofar as is 
practicable, select states that will insure 
a fair geographical representation of all 
states in which the company does busi- 
ness. Copies of all reports on examina- 
tion made under the sponsorship of the 
committee on examinations shall be 
kept on file in the office of the secretary- 
treasurer and shall be available to mem- 





bers upon request.” 











KLOCKSIN REVIEWS LEGISLATION 


Clarence C. Klocksin, legislative coun- 

sel for the Northwestern Mutual Life, 
addressed a meeting of the Clifford Mc- 
Millen general agency in New York City 
on “Appraising Legislative Developments 
in States and Congress.” He discussed 
the affect on life insurance of the social 
security act, state and federal taxes, the 
Frazier-Lemke law, and similar meas- 
ures. There was an almost. negligible 
increase in state taxes in view of the 
unusually large number of tax proposals 
on both premiums and income in the 
various state legislatures during the past 
year. 
While in New York Mr. Klocksin, who 
was elected scribe of the Pamunkey 
Tribe of Real Indians to succeed the 
late Henry Tyrrell at the meeting in 
Seattle, Wash., last July, attended the 
winter meeting of the National Conven- 
tion of Insurance Commissioners. 


* * 
BIG GAINS IN NOVEMBER 


The J. S. Myrick agency of the Mu- 
tual Life of New York in New York 
City paid for $2,297,325 in November as 
against $2,723,161 for November, 1934. 
Total business for the year to date is 
$29,709,906 as against $24,140,216 for the 
same period last year. 
The Charles B. Knight Agency, Inc., 
of the Union Central Life in New York 
City paid for $1,859,272 in November as 
against $1,660,814 for November of last 
year. Total paid business for the first 
11 months of 1935 was $25,016,240 as 
against $24,895,898. 
The J. M. Fraser agency of the Con- 
necticut Mutual Life paid for $1,257,- 
559 in November, a gain of 86.6 per cent 
over November of last year. 

* * * 
BASIL COLLINS TO TALK DEC 12 


Basil Collins, assistant vice-president 
Old Colony Trust Company, Boston, 
will be the speaker at the Dec. 12 lunch- 
eon meeting of the New York City Life 
Underwriters Association. He will talk 
on “Business Insurance,” which he be- 
lieves will experience an enormous de- 
velopment within the next 25 years. 
ot de 
SUPERVISORS’ DINNER DEC. 10 


Among the approximately 125 mem- 
bers and guests who will attend the 
New York City Life Supervisors’ Asso- 
ciation’s dinner Dec. 10 to the general 
agents and managers will be Managing 
Director R. B. Hull of the National 
Association of Life Underwriter; J. S. 
Myrick, New York City manager Mu- 
tual. Life of New York; E. W. Allen, 
president New York City Life Man- 
agers’ Association; T. M. Riehle asso- 


AS SEEN FROM NEW YORK: 


By R. B. MITCHELL 





dent National Association of Life Un- 
derwriters; and . Barton, presi- 
dent C. B. Knight Agency, Inc., and 
secretary-treasurer of the Life Man- 
agers’ Association. 


NEW ASSISTANT MANAGER 


T. G. Murrell, manager Connecticut 
General Life in New York City, has ap- 
pointed W. H. Barber as assistant man- 
ager. He succeeds H. R. Tompkins, 
who recently resigned to become gen- 
eral agent of the Provident Mutual in 
New York City. 

Mr. Barber, a graduate of Dartmouth, 
entered insurance with the Murrell 
agency over two years ago. His previ- 
ous experience included selling dictat- 
ing machines, bonds, and the supervi- 
sion of 10,000 white-collared employes 
in the Gibson relief committee. He has 
averaged one sale for each three inter- 
views since entering the business. His 
first work will be the induction of new 
men, 





—<—— 


P. A. Bywaters, Protective Life, j, 
vice-president, and T. L. Bond, Volun. 
teer State, is secretary. Plans for the 
annual dinner-dance Dec. 17 were ap. 
proved. 

The speaker was A. J. Koehler of 
New Orleans, psychologist and lecturer 
on insurance salesmanship. 
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Ray O. Becker, general agent at Pe- 
oria, Ill, for the Northwestern Mutual, 
was honored at a dinner in celebration 
of his 30th anniversary as general agent. 

The dinner climaxed an_ all-day 
agency meeting of the entire field force 
of the agency, and wound up a sales 
contest conducted in honor of Mr. 
Becker. Grant L. Hill, director of 
agencies, and Russell K. Thierbach, as- 
sistant director, from the home office, 
spoke at the meeting and at the dinner. 
Michael J. Cleary, company president, 
was the principal speaker at the dinner. 
Mr. Becker has been with the North- 
western Mutual since 1896. 


W. I. Pittman, Birmingham manager 
of the John Hancock Mutual Life, has 
been elected president of the Jefferson 
County Board of Education. 


David E. Shappard, 48, district man- 
ager of the Equitable Life of New York 
at Fort Smith, Ark., was killed when 
his automobile crashed near Boley, 
Okla. 

Before joining the Equitable, Mr. 
Shappard was a traveling salesman and 
— in the United Commercial Tra- 
velers. 


Holcomb New Dallas Head 


DALLAS, Dec. 5.—Herbert Hol- 
comb, Dallas manager Pan American 
Life, was elected president of the Life 
Insurance Managers Club of Dallas at 





ciate manager in New York City, Equit- 





able Life of New York, and past presi- 


the annual meeting. He succeeds A. 
W. Hogue, Business Men’s Assurance. 
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~ NEWS OF THE FRATERNALS 





ell 


Fraternals Hold Conference | 


Number of Officials Discuss Important 
Issues at Time of Commissioners 
Meeting 





NEW YORK, Dec. 5.—During the 
meeting of the Insurance Commission- 
ers’ Convention this week a number of 
the officials and members of the Na- 
tional Fraternal Congress held a meet- 
ing, presided over by P. F. Gilroy, its 
president, who is head of the Woodmen 
of the World at Denver, at which some 
of the questions of importance to the 
fraternals were discussed. Some socie- 
ties desired special action taken by the 
valuations committee of the commis- 
sioners on certain kinds of investments, 
especially where bonds were in default. 
However, it was decided not to appear 
before the committee on valuations with 
any recommendations. 


Solicitude as to Taxation 


The greatest concern of the fraternals 
now is the effort on part of some states 
to impose taxes on them, putting them 
in the same category as commercial com- 
panies. The fraternal executives call at- 
tention to the fact that the states de- 
manded that the societies adopt ade- 
quate rates and now that they have done 
so, they are endeavoring to tax them. 
Some societies have a specific provision 
in their by-laws requiring any tax im- 
posed by a state to be levied directly 
on the members or deducted from divi- 
dends due them. There are specific stat- 
utes in the states waiving taxation on 
institutions that are conducted for char- 
itable and benevolent purposes. The 
fraternals declare that they come in this 
category. 


Will Send Out QueStionnaire 
It is up to the societies to prove their 


contention, hence, it was decided to send 
out a questionnaire to all members of 


| the congress and through them to their 


local units or lodges, seeking to ascer- 
tain the amounts that have been ex- 
pended for charitable and benevolent 
purposes during the last ten years. There 
are 120,000 of these local units through- 
out the country and they have done a 
vast amount of charity work. When the 
figures have been assembled and anal- 
yzed, then these will be used as proof 
that the societies shoud be exempt 
from taxation. 

In addition to President Gilroy, there 
were present at the conference, J. E. 
Litte and C. L. Biggs, Maccabees; B. 
C. Marks, A. O. U. W. of North Da- 
kota; De E. Bradshaw, Woodmen of the 
World; E. M. Mason, Ben Hur Life; H. 
L. Ekern, Lutheran Brotherhood; Ac- 
tuary W. T. Eldredge of Boston; S. O. 
Oscar, National Mutual Benefit of 
Madison, Wis.; Kate Mahoney, Ladies 
Catholic Benevolent and S. H. Hadley, 
Protected Home Circle. 





Below Is Elected President 


Walter C. Below of Oshkosh, Wis., a 
director of the Fidelity Life of Fulton, 
Ill, for 11 years, has been elected presi- 
dent to complete the unexpired term of 
the late A. A. Bentley. He was acting 
President during Mr. Bentley’s illness 
of a month before his death. Mr. Below 
has had broad business experience, since 
ig V7 district manager for the Fidel- 

y Life. 


Grand Opening Dec. 10 
The Woodmen of the World will have 
a formal grand opening of its new in- 
Surance building, Omaha, and its radio 
Station WOW Dec. 10. 








Toledo Order to Move 


the Hungarian Reformed Federation 
of Toledo, will move headquarters in 
anuary to Washington. 





New England Congress Meets 


Commissioner DeCelles of Massachusetts 
Opposes Taxing of Societies in 
Boston Address 





By R. E. RICHMAN 


The Massachusetts insurance depart- 
ment would oppose any effort to tax 
the life insurance business of fratenals 
in that state, Commissioner DeCelles of 
Massachusetts stated in an address at 
the annual meeting of the New England 
Fraternal Congress in Boston. He 
served in the fraternal field from local 
officer up to national councils, and op- 
poses taxing fraternals without regard 
to the existence of legal power to do 
so. 
He said the problem of retroactive 
taxes on fraternals should be consid- 
ered not primarily as a legal but social 
problem, and it was a mistaken prin- 
ciple for a state to destroy protection 
for which thousands paid money in 
good faith. It is wrong in principle for 
a state to jeopardize by taxes reserve 
funds of fraternals, as, he said, clearly 
would be done if they were taxed on 
the basis proposed in some states. 


Test to Be Conducted 


Commissioner’ DeCelles stated that if 
fraternals were to escape taxation on 
their insurance business, it would be 
necessary to preserve their status as 
real fraternals, guided primarily by fra- 
ternal idealism and the spirit of sharing. 
However, he has found no fraternal in 
Massachusetts exploiting membership 
for personal gain of a few. He has in- 
vited an examiner from another state to 
visit a Massachusetts fraternal and de- 
termine the spirit of fraternalism guid- 
ing operation. 

The New England congress has 18 
member societies representing 1,000,- 
000 members. All officers were re- 
elected: President, Helena V. Sawyer, 
Salem, Mass., past president Degree of 
Honor; vice-president, T. R. P. Gibb, 
secretary Order of Scottish Clans, Bos- 
ton; secretary-treasurer, C. C. Fearing, 
recorder A. O. U. W., Boston, and 
president national congress of Ancient 
Order of Workmen. 


Executive Committee 


The executive committee includes the 
officers and Ledoux, president 
L’Union St. Jean Baptiste d’Amerique, 
Nashua, N. H.; C. H. Martel, treasurer 
Association Canado-Americaine, Man- 
chester, N. H.; J. M. Zerembski, state 
manager Polish National Alliance, 
Salem, Mass., and A. T. Carlin, senior 
grand master A. O. U. W., Boston. 

President Sawyer presided, announc- 
ing three new members. By-laws were 


changed to make the retiring president | 


a member of the executive committee, 
changing the fiscal year from calendar 
year to run from November to Novem- 
ber. The congress voted against in- 
creasing dues above $10 a year and also 
against paying expenses of a delegate to 
the National Fraternal Congress con- 
vention. W. T. Eldredge presented a 
resolution providing that the executive 
committee draft a model fraternal code 
for the New England states. 


Chairmen of Committees 


Committee chairmen were: Legis- 
lative, A. T. Carlin; Credentials, C. S. 
Magoun, Manchester, N. H.; auditing, 
Hugh Finlay, Boston; nominating, Rin- 
aldo Guilmette, Quebec; constitution 
and rules, J. J. Rossbottom, New York, 
and resolutions W. B. Power, Boston. 

A. T. Carlin in his legislative report 
urged members to watch carefully the 
movement to tax fraternal life insur- 
ance, which he said was one of the most 
dangerous trends that had ever threat- 
ened fraternals. He said the National 
Fraternal Congress did not have the 
authority necessary to put its recom- 





mendations into effect, and as a group 


fusion. 

William T. Eldredge, consulting ac- 
tuary, Cambridge, Mass., was a speaker 
at the evening banquet. The congress 
holds its next meeting sometime during 
the coming summer. 





Indiana Congress in Session 





Bowers New President; P. F. Gilroy, 
Head of N. F. C., Gives 
Inspiring Address 





New officers elected at the annual 
gathering of the Indiana Fraternal Con- 
gress in Indianapolis are: President, P. 
O. Bowers, Ben Hur Life, Crawfords- 
ville; vice-president, M. H. Miller, 
Brotherhood of Railroad Trainmen, In- 
dianapolis; secretary-treasurer, Mrs. 
Alice Andrews, Security Benefit, In- 
dianapolis. 

The two-day convention was the best 
attended in history, with a strong pro- 
gram presented. Mrs. May Beaver, 
serving her third term as president, pre- 
sided. Peter F. Gilroy, president Na- 
tional Fraternal Congress and head of 
the Woodmen of the World, Denver, in 
a forceful message gave a nation-wide 
view of fraternalism, outlining charitable 
work which he stated will run into mil- 
lions of dollars this year. He predicted 
the national security plans would not 
work because of the drain they would 
impose on employers, though correct in 
principle. 

Peter Lutz, Jr., Indiana attorney- 
general, said fraternal groups should 
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THE NORTHWEST 
IS MARCHING ON 


t HE Provident Life pushes on with the stream of better business 
which is flowing through the entire Northwest. All trade in- 
dexes and bank statements indicate upward trends. With the, 
Northwest's increased income has come a renewed desire to save 


Building and growing in its territory, the Provident Life has enjoyed 
rosperity, marking up a record of a 
52%, gain in new business for the first ten months of 1935. The 
Provident record for financial safety and service to its policy- 
holders has established its position among the growing institutions 
throughout the Northwest. — 


If real cooperation in agency building 
appeals to YOU, get in touch with us. 
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Bismarck, North Dakota 
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not lose sight of their benevolent func- 
tion. Speaking on “The Service of the 
Fraternalist,” he cited the wholesome 
influence of the societies. 

Lieutenant Governor M. C. Townsend 
promised members continued ample pro- 
tection of Indiana’s insurance laws. In 
an address on “The Conservation of 
Health,” Dr. Tracy H. Clark, medical 
director National Union Assurance, 
Chicago, told three factors tending to 
increase death from heart disease— 
strenuous life, carbon monoxide gas 
from automobile exhaust pipes and 
cigarette smoking. Herbert Lucky, In- 
diana manager Life Insurance Company 
of Virginia ordinary department, presi- 
dent Insurance Federation of Indiana, 
discussed the insurance code. 

A banquet and dance were held the 
first night, and a pageant and dancing 
the second evening. Twelve new mem- 
ber societies were added in the year, 
making the total 36. 





To Submit Arkansas Tax Suit 
on Brief, Attorneys Decide 





LITTLE ROCK, ARK., Dec. 5— 
The state’s suit against the Woman’s 
Benefit Association of Port Huron, 
Mich., to collect 2.5 percent gross prem- 
ium from strictly life insurance com- 
panies, it was agreed by attorneys, will 
be submitted to Chancellor Dodge on 
briefs. The state’s brief was submitted 
Dec. 2 and the defense given until Dec. 
7 to reply. After a short hearing, at 
which four defense witnesses testified 
to the fraternal work, including 115 
pageants throughout the country in the 
last 10 years, nursing service for mem- 
bers, nursing school, summer camp with 
weekly enrollment of 700 members and 
various social programs sponsored for 
members and children, oral argument 
was dispensed with. Trial of suit for 
$30,000 against the Modern Woodmen 
was to start late this week. 





Fraternals Lose Point in 
Oklahoma Tax Litigation 





Oklahoma gained another point in its 
fight to collect approximately $2,000,- 
000 back taxes from fraternals when 
Justice Busby of the Oklahoma supreme 
court issued an opinion that the district 
court had jurisdiction to pass on legal 
questions involved in the case against 
the Maccabees. The district court had 
imposed judgment on the Maccabees in 
full amount claimed by the state, the 
second fraternal which has so fared in 
Oklahoma. Cases are pending against 
more than 50 other fraternals. The suit 
against the Modern Woodmen is sched- 
uled for trial in District Judge Hill’s 
court early in December. 





Mrs. Hill District President 


Mrs. Cecilia Hill, Omaha, was elected 
district president of the Woodmen Cir- 
cle at the annual district meeting in 
Omaha. There were 300 present. Miss 
Hazel Beam, Omaha, was elected secre- 
tary. 


Hawks Makes Big Gain 


Edward E. Hawks, Jr., Columbus, O., 
general agent for the State Mutual Life 
of Worcester, celebrated his first anni- 
versary in that position. In his first year 
Mr. Hawks increased the business of 
the agency 195 percent. He is now lead- 
ing the entire country for the State 
Mutual in percentage of gain with an 
increase of 165 percent for the year. A 
dinner was held honoring Mr. Hawks. 
The guest of honor was Stephen Ire- 
land, vice-president and superintendent 
of agencies for the company. The 20 
agents in attendance presented Mr. 
Hawks with $100,000 of new business. 


Mrs. Mary Branson, wife of Hugh 
Branson, manager of the Colorado Life, 
is in a serious condition at Chillicothe, 
Mo., following a motor car accident. 
Mrs. Branson suffered a head injury and 
a broken collar bone. 
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Jottings at Boston Meet 
of New England Congress 


nee 

Charles C. Fearing, secretary New 
England Fraternal Congress, has com. 
pleted nine years in this position, 

* * * 

Seven of the 18 affiliated societies jn 
the Congress have French names, heaq. 
quarters of two being in Canada ang 
of three in Rhode Island. 

* * * 

G. D. Ziegler, president Aid Associa. 
tion for Lutherans, Appleton, Wis., rep. 
resented that organization at the meet. 
ing. He is attending the insurance com. 
missioners convention in New York this 
week and will stop off to attend the 
meeting of the Pennsylvania Fraterna] 
Congress in Wilkes-Barre. 

* * * 

A letter of greetings was sent to 
Rudolph Bedard, president La Societe 
des Artisans Canadien-Francais, Quebec, 
who this year observes his 20th anni- 
versary in that post. Br. Bedard has 
been a director for 25 years. 


MANAGERG 


ASSOCIATION 














Motivating Agent Topic 
DETROIT, Dec. 5.—Continuing its 
policy of presenting home office execu- 
tives on managerial problems, the As. 
sociated Life General Agents and Man- 
agers heard J. A. Preston, Columbus, 
sales manager Columbus Mutual, dis- 

cuss “The Motivating of Agents.” 





Agency Managers Hear Smrha 


“Insurance companies provide the 
funds with which to carry on the busi- 
ness of an individual when he is called 
from his labors, and they provide the 
investment funds for the promotion of 
many lines of business of a permanent 
character,” Commissioner Smrha of 
Nebraska told members of the Ne- 
braska Life Agency Managers Associa- 
tion at a luncheon in Omaha. 





To Discuss Training 
At the Denver Life Agency Managers 
Association’s Dec. 10 meeting C. E. 
Eddleblute, Penn Mutual, and Ralph 
Taylor, Mutual Life of N. Y., will dis- 
cuss training of agents. 


John Hancock Meeting 


The first regional meeting of the John 
Hancock General Agents Association, 
since installation of its new officers, was 
held at the Netherland Plaza in Cincin- 
nati. The president, William M. Houze, 
of Chicago, presided. In addition to his 
address, General Agents Ralph W. 
Hoyer of Columbus, Henry G. Wisch- 
meyer of Cleveland, and Lloyd J. Lynch 
of Minneapolis, gave prepared taiks. 
Henry G. Schafer, general agency Su- 
pervisor, gave a brief address and pat- 
ticipated in the meeting. 





Newark Luncheon Dec. 11 


The Life Supervisors Association of 
Northern New Jersey will hold a lunch- 
eon-meeting in Newark Dec. 11. John 
A. Ramsay will talk on “Training of 
the New Agent.” 





To Revise Detroit Code 


E. W. Owen, Detroit manager Sut | 


Life of Canada, has been appointed 
chairman of a committee to revise the 
code of ethics of the Detroit Associated 
Life General Agents and Managers. 


Ralston Is New President 


TORONTO, Dec. 5.—Col. J. L. Rals- 
ton has been appointed as president and 
general counsel of the Ontario Equit 
able Life. He succeeds Charles 


Dunning, who resigned when he became 
minister of finance in the new federa 
government. 
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SALES IDEAS AND SUGGESTIONS 











Field Coaching 


of Agent Is 


Termed Prime Necessity 





Only by field observation is it possible 
effectively to analyze an agent’s work 
and locate and definitize his problems, 
W. W. Watson, general agent of the 
Connecticut Mutual in Boston, told the 
Boston Supervisors Club at a meeting. 
He developed the theme of “Coaching.” 
Conversational review of an agent’s 
work does not expose the real difficulties 
but frequently actually misleads, he 
said. 

Other advantages of field coaching he 
outlined as the process of demonstrat- 
ing rather than telling about a solu- 
tion; creating better understanding be- 
tween agent and supervisor; proving 
follow-through methods of the general 
agency in aiding its men; developing 
self confidence, poise and fighting qual- 
ities in agents, and placing real money 
in their packets by helping them to 
write business. 


Believes Only One Man 
Should Handle Interview 


Mr. Watson believes the interview 
should be conducted solely by the agent 
with the supervisor as an observer, or 
by the supervisor as a demonstration 
and the agent as an observer. Neither 
should interrupt the other. If a follow- 
up to the interview seems desirable, it 
should be made in a back call rather 
than at the time of the joint call. 

Mr. Watson warned that when the 
supervisor is demonstrating the sales 
method, a failure to sell might be as 
beneficial as making the sale, for it 
might give the agent an opportunity to 
note that the supervisor was not dis- 
turbed, discouraged or put off his stride. 

An object of field coaching, Mr. Wat- 
son said, should be to determine whether 
the man is following out plans decided 
upon in the office coaching. The su- 
pervisor or general agent cannot know 
that a man is following an adopted 
plan unless there is field observation. 

Reports of an agent upon what he had 
done always are colored by his idea of 
what he should have done. Mr. Wat- 
son cited the story of one of his agents 
who said he could not close. The real 


difficulty, ascertained by field observa- 
tion, was an approach that gave offense 
and never really opened the possibility 
of sale. 

Field coaching is in order when es- 
tablished agents get into a slump and 
it is necessary to find out the reason. 
An older agent who is not using his full 
ability is a subject for field observation 
and the man who needs mental rehabili- 
tation should have this attention. Stim- 
ulative discussions in the office have a 
short-lived effect, according to Mr. 
Watson, and only resultful field work 
provides a tonic with long after effects. 


Field Coaching Serves 
to Form Good Habits 


For the new man, the advantage of 
field coaching is the greater possibility 
of forming correct habits from the be- 
ginning rather than being under the ne- 
cessity later of changing bad habits al- 
ready formed. 

Before work is done in the field, a 
definite procedure should be worked out 
in the office and the interview rehearsed, 
the supervisor going through it and then 
the agent repeating it. The supervisor 
should be sure the agent is sold on the 
desirability of the case solution before 
leaving the office. If the agent knows 
exactly where he is going, why he is 
going, and has his story well in mind, he 
should be eager to see his prospect, 
should have a large measure of self con- 
fidence and should not falter. 


Quick Qualification of 
New Man Essential 


The new man should be qualified 
quickly by field observation and elim- 
inated if no promise is shown. Mr. 
Watson said too much time often is 
spent by general agents and supervis- 
ors in trying to save a man who is 
foredoomed to failure, instead of spend- 
ing time on proved agents to get them 
from the $100,000 into the $200,000 class, 
or at least increase their production, 
whatever it may be. 

When the supervisor and agent work 





together, Mr. Watson advocated, the 
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8 Any Selling Problems This Morning? 
Our Agency Committee Meets Every Day 


Southland agents know that their problems get 
the attention of a sales-minded meeting that is 


first-order-of-business in 


morning. The principal executives of the Company 


comprise this committee. 


that the agency is the heart of the Company. 


2 

3 

B 

8 If you like Southland Life policies, and are 

) interested in discussing a connection, write to 
First Vice-President Clarence E. Linz, or Vice- 

B President and Agency Manager, Col. Wm. E. Talbot. 


Southland Life 


Insurance Company 
HARRY L. SEAY, President 
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supervisor should be introduced as “an 
associate who is with me today.” Be- 
fore the supervisor goes out with the 
agent, the latter should be sold on the 
desirability of field assistance but this 
does not mean the supervisor should 
wait for a request to go out for in many 
instances this would never come. 

To prevent waste of time and pro- 
vide definite precedure for conferences 
between agents and supervisor, Mr. 
Watson has devised three forms. One 
is a rehearsal report to be filled out and 
used as a guide for preparing the pres- 
entation. The second part is an outline 
to provide the planned presentation, 
and the third part is designed to provide 
a check on results. Below are shown 
the forms used by Mr. Watson: 


Rehearsal Report 


Name of prospect........ 
Date given to coach...... 


Part I—Prospect’s Picture 
Single...... 
pi eee 


come: Actual (...... ) Estimate (...... ) 
Will he 


ance owned: Actual (...... ) Estimate 
How is present insurance 


settled?...... Has he a mortgage on 
his home? yes (...) no (...) rents (...) 
Is he insurable—standard (...... ) sub- 
standard (...... ) What savings plan 
MAS NOT. 2006 Savings bank (...... ) Co- 
operative bank (....... ) Stocks and 
mamas Ciscccae ) How much could he 
Peer Time or appointment for 


How was this 


Part II—Planned Presentation 


(Fill in after discussion) 

The prospect’s problem or need. 
Sales talk to be used. 
Amount of expected sale. 

D. Note on how solution of problem 
will be presented. 

E. What emotion arousing story or 
exhibit will be used. 

Date of rehearsal. 
G. Time required. 


Part IlIl—Results 


Section A. First interview following 
rehearsal: 1. Date. 2. Was the rehearsal 
plan followed exactly? yes (...) no (...) 
3. What changes were made and why? 
4. Did you get the prospect to face his 
problem? 5. Was application secured? 
6. Amount, and kind of insurance. 7. 
Was it prepaid? 8. If not prepaid—why 
not? 9. If the case was not closed, why 


Qw> 
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TREND BACK TO PROTECTION 


KANSAS CITY, Dec. 5—The A. M. 
Embry agency of the Equitable Life of 
New York is writing 20 percent more 
straight protection—term and ordinary 
life, than six months ago, reports H. C. 
Booker, assistant to the manager. The 
experience of the agency, which an- 
nually writes approximately $18,000,000, 
in western Missouri and Kansas, is 
typical. A number of other agencies 
report the same thing happening, Mr. 
Booker said. More cases are being 
written, but they average smaller. Vol- 
ume is holding its own. The preponder- 
erance is no longer single premium an- 
nuity cases, 

Most of the term being sold is on the 
optional plan. A check shows all the 
term insurance was bought for later 
conversion to a permanent form. The 
trend has been particularly noticeable in 
the last two months, and has increased 
in the last two weeks. 

“A large number of people are still 
cleaning up on their obligations,” Mr. 
Booker comments. “A number of our 
agents have been very successful in con- 
tacting their entire list of policyholders, 
prospects and former policyholders, per- 
sonally and by letter. They find every- 
where an optimistic attitude. The pros- 
pect feels he will be able to carry a 
regular policy soon and is ready now 
to talk of optional coverage.” 

Mr. Booker sees in the trend an in- 
dication of better times generally. Most 
of the “frightened surplus” money that 
has been going into single premium and 
annuity policies for safe keeping due to 
lack of confidence in business enter- 
prises has found haven. 











not? 10. How many closing attempts 
were made? 11. What further effort is 
planned. 


Section B. Subsequent history of case. 
State what happened on, and give date 
of each subsequent interview: Date...... 
What happened?....... Final Disposition 
MPOUGe 44 c46sa8 « 


Cc. H. Poindexter, St. Louis general 
agent for the Northwestern Mutual Life, 
has been named to serve on the federal 
grand jury in December. 
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i. Low Cost Preferred Risk 


Ordinary Life—Family Income—Adjustment 


Retirement Income Endowments 
Income @ 55, 60, 65 or 70 


3. Juvenile Education Endowments 
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CALIFORNIA 

















Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 


nsome Street 437 So, Hill 
SAN FRANCISCO LOS ANGELES 














ILLINOIS 








J. C. Cameron W. W. Chambreau 
CAMERON & CHAMBREAU 
Consulting Actuaries & Tax Consultants 
111 West Monroe Street, Chicago 
Organization, Management, Pensions, 
Agency Planning, Federal Tax Worh. 
Washington Office, Shoreham Bldg. 

















DONALD F. CAMPBELL 
CONSULTING ACTUARY 
160 N. La Salle St. 
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Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaka, Kansas City 














HARRY C. MARVIN 
Consulting Actuary 


307 Peoples Bank Bldg. 
INDIANAPOLIS, INDIANA 
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ALEXANDER C. GOOD 
Consulting Actuary 
Central Missouri Trust Company Bldg. 
Jefferson City, Missouri 
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MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 




















Established 1865 by David Parks Fackler 
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Consulting Actuaries 
Edward B. Fackler William Brelby 
8 WEST #TH STREET NEW YORK 

















Woodward and Fondiller, Inc. 
Consulting Actuaries 
90 John Street, New York 
Telephone Beekman 3-6799 











PENNSYLVANIA 











FRANK M. SPEAKMAN 
Consulting Actuary 


E. Swarts, C. P. A. 
EP. Higgins : 
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Life Counsel Hold 
New York Meeting 


(CONTINUED FROM PAGE 3) 


of either collateral or absolute assign- 
ments prepared by the insurers. He 
favored an assignment absolute in form 
and use of a supplemental agreement. 
Sam TT. Swanson, general counsel 
Northwestern Mutual Life, spoke on the 
question of the advisability of incorpor- 
ating in an assignment blank a provision 
allowing an assignee to borrow on se- 
curity of or to surrender the policy on 
its sole signature or such conditions as 
the contract and company require. 
Others taking part in the discussion 
were S. K. Henshaw, assistant general 
counsel Union Central Life; P. M. Hen- 
ry, general counsel Equitable Life .of 
Iowa; G. H. Wilson, vice-president and 
general counsel Fidelity Mutual Life, 
and J. A. Ewing, legal adviser Sun Life 
of Canada. 
Pick Slate of Officers 


The slate of the nominating commit- 
tee is President, Louis H. Cooke, New 
York Life; vice-president, Clyde P. 
Johnson, Western & Southern Life; 
secretary-treasurer, Harry Cole Bates, 
Metropolitan; assistant secretary, Mil- 
dred E. Drinan; executive committee 
chairman, Wesley E. Monk, Massa- 
chusetts Mutual; R. F. Baird, Lincoln 
National Life; C. H. Voorhees, Con- 
necticut General Life; R. E. Henley, 
Life of Virginia and J. A. Ewing, Sun 
Life of Canada. 

Consideration of the propriety of 
seeking from the United States Su- 
preme Court inclusion in its forthcom- 
ing rules for federal district courts of 
a rule laying down a course of conduct 
for district judges in the exercise of their 
power to make declarations of rights, 
was suggested by A. D. Christian of 
Richmond, gneral counsel Atlantic Life. 


Urge Life Men to 
Be Specialists 


(CONTINUED FROM PAGE 4) 


very high annual production from this 
source alone. 

Specialization in type of need and 
type of policy are likely to coincide a 
good deal of the time. The most pro- 
nounced trend appears to be toward 
greater appreciation of and concentrat- 
ing on the type of policy which gives 
protection and also a worth-while re- 
tirement value for the insured. One 
agent, less than a year in the business, 
has rolled up $300,000 in paid business 
since Jan. 1 by specializing solely on 
the retirement angle. Another man, 
longer in the business, pulled himself 
out of a slump by resolving to learn all 
there was to know about this form of 
policy and the retirement annuity, with 
the result that he has paid for about 
$500,000 since the first of the year. Ob- 
viously, when an agent has mastered a 
subject he can talk with more earnest- 
ness and confidence than where it is 
just one phase of a larger but less well- 
learned body of facts. 

The retirement policy which includes 
insurance protection offers an excellent 
field to specialize in, more and more 
agents are finding. It has the universal 
sales appeal of the annuity, for every 
man is interested in his own retirement. 
At the same time it doesn’t place all 
the emphasis on retirement, to the ex- 
clusion of badly needed family protec- 
tion, as was the case in too many poli- 
cies that were sold when the annuity 
craze was at its height. 








Injurious U. S. Taxation 


Is Attacked by Smith 


(CONTINUED FROM PAGE 2) 


trusts and require sufficient assets built 
up to protect the contract adequately; 
they place in insolvency companies un- 














able to meet the statutory requirements, 


but in spite of this states tax the money 
that goes to make up the sinking fund. 

Mr. Smith concluded that life insur- 
ance is of such value to the state that 
any discouragement of. it through exces- 
Sive taxation would do more harm than 
benefit. There is great need for the pro- 
tection supported by life insurance. It 
plays a far more important part in the 
national welfare than most people real- 
ize. If life insurance were not so widely 
utilized by individuals, the state’s burden 
in caring for aged and dependent would 
be infinitely heavier. 

There might have been $3,000,000,000 
additional life insurance protection 
owned in this country if the 1934 tax 
alone had not been applied, he said, for 
it was sufficient to pay the initial pre- 
mium on that amount of insurance. 


Valuation Report of the 
Insurance Commissioners 





(CONTINUED FROM PAGE 8) 


accrued interest. A symbol F shall be 
used to designate such values. 

4. Stock valuations shall include 
Gividends declared or accrued. 

The resolution passed at the annual 
meeting at Seattle was as follows: 

“Resolved, that the committee on 
valuation of~securities of the National 
Convention of Insurance Commission- 
ers recommends the following basis of 
valuing bonds of states of the United 
States and of the provinces of the Do- 
minion of Canada and political subdi- 
visions thereof for the inventory of such 
securities in the annual statements of 
insurance companies as of Dec. 31, 1935 

1. Such bonds where not in default 
should be valued at the mean of values 
established by the National Convention 
of Insurance Commissioners for Dec. 
31, 1934 and the market quotations of 
July 1, 1935. 

2. Where such bonds are in default, 
values should be established by the pub- 
lishers of the convention book contain- 







Increase in Family Buying — 
Power Is Shown by Survey 





MINNEAPOLIS, Dec. 5.—Cons 
tinued rise in wages and a definite break 
during the third quarter of 1935 in the 
long uptrend of food prices combined 
to produce a net increase in the actual 
buying power of the average Americag 
family, according to the index issued by 
the Northwestern National Life. 

Illustrating the practical effects of 
current economic changes on the family 
pocketbook, the index shows that th 
average household enjoying a monthly 
income of $125 in the third quarter of 
1934 has seen that income increase 54 
percent in 12 months to $131.48. 
the same time, rent increased 9.18 per. 
cent; and food 8.72 percent. A slight 
drop in clothing, fuel and light costs 
partially offset these increases, with the 
net result that a scale of living which 
could be supported on the family’s $195 
per month income ‘in 1934 cost $128,934 
per month in 1935. F 

There is a 2 percent increase in ac 
tual buying power. This surplus can 
either be added to the safety margin for 
savings and insurance, or be applied to 
raise the living standard. 4 






































W. S. Vogel, Newark general agent: 
Columbian National Life, has issued the 
“Brokers Sales Portfolio,” designed for 
brokers to sell life insurance withou! 
rate book. " 
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ing security values with such reasonab) 
adjustments of market quotations as are 
warranted by the circumstances im 
volved in the separate issues. Thes¢ 
adjusted values should approximate the 
mean of the valuations established by 
the Convention for Dec. 31, 1934 and 
the indicated market quotations of July 
1, 1935. These adjustments in values 
shall be subject to review by the com 
mittee on valuation of securities. : 
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